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Lincoln National 
Attains Billion 
Dollar Stature 


Achievement Is Announced 
at Gathering of General 
Agents in Chicago 


The general agents conference of 
Lincoln National Life in Chicago this 
week was a particularly significant and 
sentimental occasion, because the man- 
agement was able to announce at that 
time that insurance in force now ex- 
ceeds $1,000,000,000 and because it was 
the first gathering of general agents 
since the election of A. J. McAndless as 
president and Arthur F. Hall as chair- 
man. About 100, including a sizable 
home office delegation, participated in 
the meeting. There was a joint session 
Monday morning, round table discus- 
sions Monday afternoon and Tuesday 
morning and the banquet was held 
Monday evening. 

As of March 31, insurance in force 
was in excess of $1,004,000,000, prac- 
tically all of which is ordinary life. As- 
sets exceeded $150,000,000 on that date 
and policies in force were more than 
385,000. The sales force numbers 1,200. 
Lincoln National operates in 39 states, 


District of Columbia, Canal Zone, 
Hawaiian Islands and Philippine 
Islands. There was a gain of 4.9 per- 


cent in new paid business for March 
of 1939 over the same month a year 


ago. 

Mr. Hall, in making the announce- 
ment, observed that Lincoln National is 
one of but three companies west of the 
Atlantic seaboard that has a billion or 
more in force. He pointed out that 
there are only 17 life companies in the 
gumates that have a billion or more in 
orce, 


Outstanding Business Achievement 


Mr. McAndless asserted that the rec- 
ord under the direction of Mr. Hall is 
one of the outstanding business achieve- 
ments of the time. In the space of less 
than 34 years, Lincoln National has 
grown to a billion dollar company. Such 
a record, he said, has been exceeded by 
only one company in the history of life 
insurance. Apparently he was referring 
to Prudential. Mr. McAndless reviewed 
Mr. Hall’s efforts in building the com- 
pany from the time he went to Fort 
Wayne, Ind, from Indianapolis, where 
he was an agent for Equitable Society, 
sold all the stock in the new company 
and wrote its first policy. 

. L. Dern, vice-president in charge 
of the agency department, presided at 
the opening session Monday morning. 
He announced that hereafter Lincoln 
National will measure an agent’s per- 
formance on the basis of insurance in 
force rather than on the basis of 
amount paid for. He said that an in- 
genious system has been developed to 
(CONTINUED ON LAST PAGE) 








Luke Kavanaugh 
Colo. Commissioner 


Appointment Made by 
Attorney-General— 
Governor May Also Act 


DENVER — Deputy Attorney-gen- 
eral Luke J. Kavanaugh, who has been 
in charge of the department since the 
resignation of Jackson Cochrane, has 
been appointed insurance commissioner 
by Attorney-general Rogers. The ap- 
pointment was immediately approved in 
the state executive council by a partisan 
vote of 3 to 2. The two Republican 
members, Governor Carr and Treasurer 
Armstrong, voted against the appoint- 
ment. 

Carr still maintains that this appoint- 
ment belongs to the governor and has 
said that he will fill the post. Since he 
has not yet taken definite action, it is 
believed the governor is awaiting the 
outcome of pending legislation which 
would raise the commissioner’s salary. 
One bill would raise the salary from 
$3,000 to $5,000 and in addition provide 
the department with a $3,000 a year 
actuary. Naturally, the governor would 
be able to get a better man for $5,000 
than for $3,000. 

(CONTINUED ON LAST PAGE) 








Ordinary Up in 
March But Total 
Sales Down 4% 


New life insurance for March de- 
clined 4 percent in comparison with 
March, 1938, according to the Life 
Presidents Association. The total for 
the first three months was 5.1 percent 
more than for the corresponding 
months of 1938. 

For March, total new business of re- 
porting companies was $645,019,000 
against $672,142,000 for March of 1938. 
New ordinary amounted to $461,418,000, 
an increase of 4.6 percent. Industrial 
was $138,396,000, a decrease 30.1 per- 
cent. Group was $45,205,000, increase 
of 36.8 percent. 

For the first three months total new 
business was $1,945,447,000 against 
$1,850,714,000; ordinary $1,460,348,000, 
an increase of 22.5 percent; industrial 
$347,630,000, decrease of 37.0 percent; 
group $137,469,000, increase 29.5 per- 
cent. 


RESEARCH BUREAU ESTIMATES 


Sales of ordinary life for March 
showed an increase of 2 percent over 
March, 1938, according to the Sales Re- 
search Bureau. For the year-to-date 
sales are 19 percent ahead of the first 
quarter of last year. 

The bureau’s estimate for total ordi- 
nary insurance in force in the United 
States as of Dec. 31, 1938, for com- 
panies operating in the United States 
is $75,595,209,000, representing a gain of 
1.3 percent. 

The bureau estimates March ordinary 
production at $576,040,000 and sales for 
the year to date $1,837,839,000. 





Metropolitan Hits 
Back at Counsellors 


Goes on Air, with Edwin 
C. Hill as Conductor, in 
Attack on Fee Experts 


NEW YORK—With a radio pro- 
gram featuring Edwin C. Hill, noted 
commentator, Metropolitan Life has 
gone on the air in a vigorous counter 
attack against self styled insurance ex- 
perts who charge industrial policyhold- 
ers substantial fees for advice on insur- 
ance revision and obtaining cash values 
which the insured could obtain at no 
cost through an agent. 

The program, which began Tuesday, 
is being broadcast from 7 to 7:15 p. m. 
Monday through Friday every week, 
from WNEW, an independent New 
York City station. 

Entitled “True Stories of Interest to 
You and Your Family,” the series is 
made un of thumbnail dramas showing 
the plight of needy policyholders who 
have paid unnecessary fees to insurance 
counsellors. Hill acts as master of cere- 
monies and emphasizes that these so- 
called experts are not in the insurance 
business and that the place to go for 
advice is the Metropolitan agent, who 
is trained to serve the policyholders and 
for whose advice there is no charge. 


Decision Quite a Surprise 


While Metropolitan has for several 
months been reported as pondering this 
or that radio attraction, the supposition 
was that this was for a network show 
for general sales promotion and the de- 
cision to embark on a single station pro- 
gram hitting back at the counsellors, 
who have mushroomed in the New York 
area in the last year or so, came as 
something of a surprise. It is said that 
there are about 70 of these counsellor 
concerns in New York, quite a few of 
them broadcasting regularly over local 
stations. 

The new broadcast, scheduled to con- 
tinue indefinitely, is Metropolitan’s first 
resumption of broadcasting since it dis- 
continued its 10 year old morning set- 
ting-up exercise program several years 
ago. 

Metropolitan agents in the New York 
metropolitan area, including northern 
New Jersey and part of Connecticut, 
have distributed some 1,500,000 hand- 
bills advertising the broadcasts. 





Rumors as to Connecticut 


Reports from Connecticut are that 
Henry H. Hunt, an attorney of Glaston- 
bury, has the inside track for appoint- 
ment as Connecticut commissioner to 
succeed J. C. Blackall, when his term 
expires July 1. Mr. Hunt is a former 
state senator and judge of the town 
court of Glastonbury. He has been a 
leader in Republican party affairs in 
Connecticut for several years. 





North Central “Ad” Round Table 


A North Central Round Table of the 
Life Advertisers Association will be held 
at the Elms Hotel, Excelsior Springs, 
Mo., May 11-12. J. C. Higdon, vice- 
president Business Men’s Assurance, is 
chairman of the round table. 





Prudential Wouldn't 
Swap Real Estate 
for Governments 


Property Valuation Entirely 
Conservative, President 
D’Olier Says at Convention 


NEWARK-—So conservatively does 
the Prudential value its foreclosed real 
estate that it would refuse to trade these 
properties for an equal amount of gov- 
ernment bonds, President Franklin 
D’Olier told managers, superintendents, 
and others attending the annual business 
conference. Remarking on the amount 
of recent discussion of valuation of life 
companies’ real estate, Mr. D’Olier said 
the Prudential’s holdings are carried on 
the books at a figure which is entirely 
safe and that if it were possible to trade 
them for governments, he himself, as 
well as the head of the mortgage de- 
partment, would vote against it. 

Mr. D’Olier said the company would 
refuse the trade for two reasons: (1) The 
properties will bring a higher return 
than governments and (2) they will 
surely be liquidated at a higher figure 
than their present values. 


Rail Bonds Few 


As to railroad bonds, about which 
there has also been question as to proper 
valuation, Mr. D’Olier said the Pruden- 
tial has not been buying new bonds and 
has been marking down its existing hold- 
ings so that with the exception of equip- 
ment trust certificates, about which 
there is no question as to security, the 
company’s railroad holdings are only 7 
percent of total assets as compared with 
three or four times that amount some 
years ago. 

The Prudential’s president also called 
attention to the large amounts of gov- 
ernment bonds and cash on the com- 
pany’s books, amounting to almost one- 
quarter of total assets, and said that no 
one need worry about the ability of the 
Prudential to meet any conceivable cash 
drain. He pointed out, however, that 
even the longest term governments can- 
not be bought to yield as much as 2% 
percent. He suggested that when policy- 
holders complain about dividends, 
they be informed of how important a 
factor interest earnings are. He ob- 
served that with assets the size of the 
Prudential’s a drop of 1 percent net 
interest earnings means an income de- 
crease of more than $38,000,000 a year. 


Pessimistic on Interest Level 


Mr. D’Olier was pessimistic about im- 
provement in the level of interest rates, 
saying that “nothing in the situation 
gives us any encouragement for larger 
interest ‘earnings in the future.” 

Saying that “your production and con- 
servation record was eminently satisfac- 
tory and we are very proud of it,” Mr. 
D’Olier declared that “even finer than 
your production and conservation rec- 

(CONTINUED ON PAGE 18) 
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Southern Round Table of 
“Ad” Men in San Antonio 


Many valuable production ideas were 
brought out at the meeting of the 
Southern Round Table of the Life Ad- 
vertisers Association in San Antonio, 
Tex., this week. 

Sales conventions are an integral part 
of the selling routine and are of decided 
value in the maintenance of agency 
morale, said William Sexton, Great 
Southern Life. Mr. Sexton sent out a 
questionnaire to. round table members. 
They were agreed that conventions 
stimulate production.. Although mar- 
ginal business is sometimes submitted 
for convention qualifications, this is not 
a serious problem. The same applies 
to agents paying part of the premium 
themselves in order to secure conven- 
tion business. 

It was agreed that other requirements 
aside from paid volume should be in- 
cluded in convention qualifying rules. 
Most of the companies require a cer- 
tain persistency record for the previous 
year’s business. The Southland Life, 
for example, requires 65 percent re- 
newal. Some offset lapses by adding the 
volume or percentage to the new paid 
volume requirements. Mr. Sexton said 
that this might encourage the agent 
simply to let the old policyholder go by 
the beard and concentrate on a new life 
to. replace him. 


Divide. Work and Play 


A 50/50 division of the convention 
time between work and play is favored 
by Mr. Sexton. However, it appears 
that the work program is adhered to by 
custom in order to justify the expense 
more than it is because of the value 
to be obtained. The common practice 
is to have home office men and leading 
agents talk at the business meetings. 

The consensus seems to be that the 
regular established conventions are of 
more value than a special event such as 
a world’s fair. Mr. Sexton feels that 
an agent will work harder and do more 
year in and year out if he knows he 
can earn an: annual trip than he will 
if he understands that he can earn a 
trip to some world’s fair, if and when 
and where held. 


Regionals vs. Annuals 


In considering the desirability of one 
annual convention, compared to regional 
conventions, the size of the company, 
the kind of business it writes (ordi- 
nary or industrial) must be taken into 
consideration. One company which 
conducts regional conventions in addi- 
tion to an annual convention confines 
the regional conferences to business ses- 
sions. Regional conferences are more 
desirable as the company grows in size 
and territory. Although Mr. Sexton fa- 
vors the idea of having consolation 
prizes for the stay at homes, the major- 
ity did not feel it is necessary. 

The average cost among those sub- 
mitting figures for each qualifying 


agent for a convention trip is $111.24. | 


All of the companies permit the attend- 
ance of wives, 





but most of them dis- | 


courage attendance of the whole family. | 


Getting Men Back to Work 


Consideration was given to the prob- 
lem of getting conventioneers back into 
production after an interruption in work 
habits. There is a tendency to be a 
slump because the men are physically 
tired and the mental stimulation ac- 
quired at the meeting often wears itself 
out in remembering the trip rather than 
applying the ideas. The time of year 
has something to do with the after con- 
vention slump and one company seeks 
to have its conventions end at a time 
of the year when general business is 
picking up. Convention slumps can best 
be minimized by scheduling conventions 
when men are in a vacation mood, said 
Mr. Sexton. 

One of the main values of the con- 
vention is the association of field men 





with home office men. “Too often in 
our day to day contacts with our agents 
we are prone to treat them as laying 
hens and if they miss laying us an egg 
every day we are more apt to try to 
force production by turning on artificial 
light than we are by improving their 
diet of egg-producing food.” 

A report on a survey on the value of 
calendar advertising was presented by 
Charles C. Fleming, Life of Virginia. 
Seventeen round table members regard 
calendars as worth while, considering 
the cost involved, two do not use cal- 
endars and one did not favor them. Six 
do not charge the agents for the cal- 
endars, although one or two of them 
doubted the wisdom of such a course. 
Eleven expressed themselves to the con- 
trary. The charges range from 20 to 
6624 percent of the cost, the majority 
charging 50 percent. Wall calendars 
ranging from 8% by 11 inches to 15 by 
22 are the most popular, although there 
are a lot of variations in opinion. The 
personal distribution of calendars by 
agents is favored. The majority were 
opposed to supplying them to all policy- 
holders. The distribution to policyhold- 
ers having larger amounts of insurance 
was also opposed. 


ADS FOR AGENTS 


Agents advertising for themselves get 
far better and more specific and tangible 
results than can possibly be obtained 
by a company whose advertising must 
necessarily be somewhat institutional, 
for the purpose of establishing its name 
and prestige, said Lorry A. Jacobs, 
Southland Life, in discussing “Should 
Agents Advertise? and How?” 

If an agent will advertise consistently 
and long enough he can establish him- 
self as the best known agent in his 
community, and if he works and backs 
up the advertising, he can become the 
best agent in the community, said Mr. 
Jacobs. 

In order to encourage systematic ad- 
vertising, the Southland Life issues a 
booklet suggesting a schedule of news- 
paper advertisements. Mats or plates 
are offered free and the agent pays for 
the space used. Advertising novelties 
are also offered in the booklet. 

Mr. Jacobs said that although the 
company absorbs part of the cost of 
these novelties, including book matches 
and calendars, it is best for the agent 
to pay for them so he will use them. 

Agents in smaller towns use news- 
paper advertising and motion picture 
slides almost exclusively while agents 
in larger cities prefer to use novelties 
as sales aids. 

Mr. Jacobs warns agents that they 
cannot judge the effectiveness of adver- 
tising purely by tangible results, as very 
frequently they are able to sell life in- 
surance because of the cumulative ef- 
fect of the advertising, although the 
prospect never mentions it to them. 


SALES CAMPAIGNS 


Interesting slants on sales contests 
were given by John M. Ehle, advertis- 
ing manager, ‘Imperial Life of Asheville, 
N. C.,, in a talk entitled “Did You 
Ever?” An argument for holding cam- 
paigns, he said, is that even the best 
salesmen have a certain dormant capac- 
ity for production which they will not 
draw upon unless exceptional pressure is 
brought to bear upon them. They ac- 
complish more in competition with other 
salesmen. The right type of agents pre- 
fer to work in an organization which 
holds contests and endeavors to develop 
its sales force through constructive 
competitive activities. 

“The main idea back of any contest or 
campaign is to focus attention of sales- 

















men on the sales opportunities. Excel- 
lent results may be obtained by merely 
posting in the home office, district of- 
fice or general agent’s office, or through 
the medium of house organs, the result 
of each day’s or week’s sale. To the 
salesman who has the competitive spirit, 


it means the satisfaction of being a 
leader.” 
As to the number of contests each 


year, Mr. Ehle said, there can be spe- 
cial drives in honor of the secretary, 
vice-president, anniversary month, com- 
bined birthdays of president, vice- presi- 
dent, and so forth; special drives in in- 
troduction of new policies or special 
events; convention qualifying period, 
and a merchandising campaign. Then 
there can be numerous contests run 
continuously in the field with home of- 
fice assistance, honoring field managers’ 
birthdays and anniversaries. 

Offering of prizes helps production. 
These should be of highest quality and 
it is advisable to have some standard 
relationship between cost of contests and 
the results secured. Offering of cash 
prizes seems to make the agents feel 
that the company could increase their 
remuneration, therefore it is better to 
stick to prizes, trips, trophies, certifi- 
cates of merit, etc. Once the agents 
become sold on the idea of ‘extra cash” 
free they lose enthusiasm and interest 
in the contest. 


Magee Discusses Contests 


“Children’s story books are good for 
sales contests,’ said Rex B. Magee, ad- 
vertising manager Lamar Life, in his 
talk on “Flowers for Ferdinand.” <A 
“Mysterious Masked Matador” contest 
suggested by the popularity of “The 
Story of Ferdinand” proved successful. 
Prizes were stuffed toy Ferdinands. His 
current president’s month campaign is 
based on “The House That Jack Built.” 
Dignity was forgotten and the president 
in short trousers is pictured in the door- 
way of the home office titled “The 
House That Pete Built.”” The men are 
asked to “Build a House for Pete” in 
April, with six apps as a requirement. 

Men are boys at heart, like to play 
games and like to win while playing, 
said Mr. Magee. Frequent bulletins, 
filled with the names of the players and 
brightened up with pictures when pos- 
sible, are issued. 





New Advertising Director 
of New England Mutual 








TIBBOTT 


DAVID W. 


David W. Tibbott, who was recently 
appointed director of advertising of New 
England Mutual Life, formerly served 
as sales promotion manager of the 
“Boston Globe,” as representative in 
New England of the “Saturday Evening 
Post,” as vice-president of the Barta 





“Millionaires” Outing at 
French Lick, Sept. 22-25 


——— 








H. K. 


NICKELL 


The pre-convention outing of the 
Million Dollar Round Table will be held 


at the French Lick Springs Hotel, 
French Lick, Ind., Sept. 22-25, H. K. 
Nickell, Connecticut General, Chicago, 


chairman of arrangements, announced 
this week. 

Several regional chairmen have been 
appointed to drum up interest in the 
outing and assure large attendance. Mr. 
Nickell is in charge in the midwest. 
Ron Stever, Equitable Society, Pasa- 
dena, is regional chairman for the 
Pacific coast; William Bruns, inde- 
pendent, Philadelphia, for that territory, 
and Paul C. Sanborn, general agent, 
Connecticut Mutual, Boston, Round 
Table chairman, for his territory. Re- 
gional chairmen soon will be selected 
for New York and the east central 
region. 

An elaborate program of entertain- 
ment and recreation is being planned for 
the outing. The hotel has made ar- 
rangements to reserve a special dining 
room for the “millionaires,” and _ will 
sponsor a golf tournament. Recreational 
facilities include skeet, badminton, fish- 
ing and riding. 

There will be one or two smokers 
with informal discussion programs. 

The Monday following the outing, all 
will proceed to St. Louis for the break- 
fast of the Round Table the next morn- 
ing and the annual convention of the 
National Association of Life Underwrit- 
ers. 

The outing was designed as a means 
by which millionaire producers could 
become better acquainted, apart from 
their more formal Round Table sessions 
each year. 


Whittaker A. M. A. Speaker 


E. B. Whittaker, assistant actuary 
Prudential, will discuss group insurance 
in a question and answer session con- 
ducted by R. H. Blanchard, professor of 
insurance Columbia University, at the 
meeting of the insurance division of the 
American Management Association in 
Atlantic City May 22-23. 





Deduct Lapses in Ranking 


The Massachusetts Mutual Life has 
revised its plan of showing agency 
ranking in its bulletins. Instead of 
showing the total current sales, the first 
year lapses on last year’s business are 
deducted to show the net increase. This 
is conservation step to encourage sound 
underwriting. 








Press and as account executive in the 
Boston office of Batten, Barton, Durs- 
tine & Osborn. He graduated from 
Princeton in 1917, where he played foot- 
ball and baseball. 
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Warn of Crushing 
Burden in Social 
Security Outlook 


Linton and Hohaus Urge 
Realistic Stand to Forestall 
Rude Awakening 


NEW YORK — Keeping the future 
load of social security taxation and gov- 
ernment appropriations within reason- 
able limits was discussed by President 
M. A. Linton of the Provident Mutual 
and R. A. Hohaus, assistant actuary 
Metropolitan Life, at the annual meeting 


of the American Association for Social 


Security. 
Commending the dropping of the full 
reserve plan, Mr. Linton warned that 


the retirement of the public debt in pri- 
vate hands, which was supposed to be 
part of the full reserve system, should 
not be lost sight of. Since benefits on 
the revised basis suggested by Treasury 
Secretary Morgenthau will reach ap- 
proximately 6 percent of payrolls by 
1953, and if 6 percent is the maximum 
proposed for payroll taxes, then govern- 
ment appropriations to the pension ac- 
count will be needed not later than 1953, 
Mr. Linton pointed out. 


Wants Start Made 


“The more the government debt will 
have been reduced by that time the less 
the financial load upon the economy of 
that day,” he said. “After 1953, govern- 
ment support will increase at an accel- 
erating pace. Even with revised benefits 
within an ultimate 10 percent of pay- 
rolls, the appropriations from general 
revenue funds will still run eventually to 
some $1,500,000,000 a year. While we 
have properly abandoned the full reserve 
plan, we should not abandon the impor- 
tant objective of retiring as much of the 
government debt as possible before the 
load of government appropriations to the 
pension “plan becomes too heavy.” 

Mr. Hohaus dealt with the danger that 
by sticking too strictly to the principles 
of equity—that is, each contributor get- 
ting exactly what he pays for—social 
security might well drift beyond our ac- 
tual capacities to finance or administer 
it, 


Readjustment Would Be Painful 


“And once we have gone beyond these 

capacities,” he warned, “it would appear 
tather too late to resort to the only real 
solution—that of deflating our ideas 
from what we had optimistically grown 
to expect to what in reality we have rea- 
son to expect—without first passing 
through difficult times. Now, when we 
are still in the earlier stages of social 
insurance legislation in this country, is 
the time to ponder these significant 
questions.” 
_ For this reason, he intimated, social 
insurance must pay more attention to 
needs—such as a family needing a larger 
income than an individual—rather than 
to whether some get back proportion- 
ately more than they put in. 

“It does not follow that the equity 
principle has no place in social insur- 
ance,” he said. “Rather does it imply 
that as private insurance would collapse 
if it stressed considerations of adequacy 

nore than those of equity, so will social 
insurance fail to operate satisfactorily if 
considerations of equity are allowed to 
predominate over those of adequacy.” 

Private and social insurance are com- 
plementary rather than conflicting, he 

said, each having its part in providing 
old age security for the country as a 
whole and neither being able to do the 

entire job alone. 


Mass. Mutual General 
Agent in Oklahoma City 








(CONTINUED ON PAGE 8) 





J. HAWLEY WILSON 


PEORIA, ILL.—C. W. Reuling has 
announced that J. Hawley Wilson, asso- 
ciate general agent in the Reuling & 
Williamson agency of Massachusetts 
Mutual Life here, will take charge of the 
Massachusetts Mutual agency in Okla- 
homa City May 8. 

Mr. Wilson is a trustee of the Na- 
tional Association of Life Underwriters, 
president of the Peoria county Red 
Cross, past president Peoria Life Un- 
derwriters Association. 

Mr. Wilson has been one of a group 
of Peoria leaders that has made the as- 
sociation in that city a major influence 
in the civic life and one of the most 
important units in the National associa- 
tion. 





Mortality Tables 
Report Is Ready 
for the Convention 


The committee appointed by the Na- 
tional Association of Insurance Com- 
missioners to investigate the need for a 
new or revised mortality table will make 
a comprehensive report at the San Fran- 
cisco conv ention. It contains more than 
100 pages and is quite exhaustive. The 
committee assembled much material. It 
is understood that no member will be 
able to attend the meeting. 

Actuary A. N. Guertin of the New 
Jersey department is chairman. There 
are two members not connected with 
any department, Vice-president J. S. 
Thompson, Mutual Benefit Life, repre- 
senting the Actuarial Society of Amer- 
ica, and Actuary C. A. Taylor, Life of 
Virginia, appearing for the American 
Institute of Actuaries. They have ren- 
dered material assistance. 

It is hoped through this report that 
much misunderstanding and certain 
misconceptions will be cleared up. When 
Commissioner Bowles of Virginia read 
his presidential address at the Phila- 
delphia convention he urged a study of 
the subject and opined that there was 
need for action. 


To Discuss Life Insurance 
at U. S. Chamber Meet 


The contribution of insurance to re- 
covery will be discussed on May 3 at 
the annual meeting of the Chamber of 
Commerce of the United States in Wash- 
ington, D. C., May 1-4. 

J. A. Stevenson, president Penn Mu- 
tual, will discuss “The Social Security 
Provided Through Life Insurance.” 
Arnold, president Northwestern 
tional Life and chairman of the Cham- 
ber of Commerce insurance committee, 
will preside. 











a day. 


of insurance with us. 


machines! 


machine literally all day. 


him, of course. 


are those who delayingly 


exorable course. 


WILLIAM H. KINGSLEY 
Chairman of the Board 


- Odds of Slot and Time 


This is about as strange a story as has come to us in many 
It was sent by one of our representatives :— 


“A few days ago I saw a man who some years ago had $15,000 
He has lost every penny of it, lost his business, 
lost his home, lost everything, and from an odd cause. 


“T am told he was such a devotee of the machines that he wore a 
glove on his right hand, and would go into some place that had 
those contrivances, and with a towel wrapped about the handle of 
the machine, to keep his hand from getting sore, he would play the 
Every dollar he could get hold of he would 
change into nickels for his playing. The odds were heavily against 
His mania cost him everything he possessed, ruining 
his own life and destroying his family.” 

Another kind of playing is equally destructive. 
“play” 
and the years, foolishly challenging time and circumstance to 
prevent their eventual attainment of insurance security for 


their homes and for themselves. 


Life and time in most cases have their odds against the 


man who takes the risk of betting against them in their in- 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


Slot 


There 
the days, and the months, 


JOHN A. STEVENSON 
President 











Campaign for 
Harry T. Wright Is 
in Full Swing 


Committee Seeking 
Nomination of “Million- 
aire” For Vice-president 


Local life underwriters associations 
throughout the country this week re- 
ceived a statement of the accomplish- 
ments and service that has been rend- 
ered by Harry T. Wright, secretary of 
the National Association of Life Under- 
writers. The statement was prepared 
and mailed by the committee that is 
directing the efforts towards the nomi- 


nation and election of Mr. Wright as 





WRIGHT 


HARRY T 


national vice-president at the golden 
jubilee convention of the National as- 
sociation in St. Louis in September. 
The committee emphasizes the fact 
that Mr. Wright, a perennial million 
dollar writer and a former chairman of 
the Million Dollar Round Table, is a 
personal producer rather than an 
agency operator. The number of per- 
sonal producers who have the means, 
possess the qualifications, and are will- 
ing to devote the time to the task that 
is now demanded of a major officer of 


the National association is limited, ac- 
cording to the committee. In Mr. 
Wright, the committee points out, the 


organization has a personal producer 


who combines these essentials. 
Placed in Line at Houston 


The election of Mr. Wright as secre- 
tary at Houston last vear was com- 
monly regarded as putting him in the 
position to be advanced to vice-presi- 
dent at St. Louis, the committee em- 
phasizes. 

The committee frankly 
fact that the present 
Charles J. Zimmerman, general agent 
for Connecticut Mutual Life, is now lo- 
cated in Chicago, and that Mr. Wright, 
who is identified with the Warren V. 
Woody agency of Equitable Society, is 
also a Chicagoan, having been in the 
life insurance business there 32 years 
For several years, the committee ob- 
serves, both Mr. Zimmerman and Mr. 
Wright have been groomed for top of- 
fice in the association, have been 
drafted for important service and re- 
sponsibilities from year to year to test 
their capacities and to give them the 


discusses the 
vice-president, 
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Smaller Companies 
Active in Richmond 


Richmond, Va., is the headquarters of 
a number of industrial companies, It is 
an industrial insurance center. The Life 
of Virginia which writes ordinary and 
industrial is by far the largest. Home 
Beneficial is next. Some write industrial 
health and accident as well as life. The 
Mutual Insurance Co. of Richmond, 
Virginia Life & Casualty and Union Life 
are smaller but quite active. 


Mainly White Policyholders 


Virginia Life & Casualty operates in 
Virginia and District of Columbia. W. 
J. Shillingburg is vice-president and gen- 
eral manager. Its business is chiefly 
white, its colored business being only in 
Richmond. It was organized in 1924. 
Mr. Shillingburg for 25 years was with 
Metropolitan. There are two or three 





Negro companies, the Southern Aid 


being the largest. 


Huber Mutual Benefit Leader 


Solomon Huber of the C. E. DeLong 
agency of the Mutual Benefit Life, New 
York City, was agency leader for March 
in both paid-for volume and_ paid-for 
lives. Mr. Huber, who joined the 
DeLong agency in August, 1937, com- 
pleted also in March his 83rd week of 
consecutive weekly production. He is 
editor of the “Life Underwriters Bul- 
letin,” the monthly magazine published 
by the New York City Life Underwrit- 
ers Association. 








W. L. Baldwin, president of Colo- 
rado Life, has just returned from an ex- 
tended trip through Texas, making 
business stops at Dallas, Houston, San 
Antonio, and down into the Rio Grande 
valley to the Mexican border. The com- 
pany reports a 10 percent gain for the 
first quarter on new business. 








DOLLARS WITH 


WINGS 


“The dollars you earn take flight, never to 


be seen again, if you spend them for non- 


essentials. 


“But those which you put into life insur- 


ance are like the homing birds. 


“Soon or late they come back, often greatly 


increased in number, to benefit you or your 


family.” 


QUOTE THIS LITTLE SIMILE 
TO YOUR NEXT PROSPECT 





oe 


Home Office, NEWARK, N. J. 








High Court Tax 
Ruling Watched for 
Effect on Bonds 


Probably Will Not Result 
in Changing Tax Status 
of Bonds 


NEW YORK—Despite the close tie 
between taxability of federal and state 
employes’ salaries and of income from 
state, federal and municipal bonds, the 
best posted attorneys in this field feel 
that the recent decision of the United 
States Supreme Court that state and 
federal employes’ salaries are taxable is 
not likely to affect the market for tax 
exempt bonds, in the absence of some 
unexpected development. They feel that 
although President Roosevelt linked in- 
come from government bonds and gov- 
ernment salaries the taxing of income 
from bonds is an entirely different ques- 
tion from the taxation of salaries, al- 
though the willingness of the court to 
upset two earlier United States Supreme 
Court decisions, one of 68 years’ stand- 
ing, cannot be overlooked. 

One development might be that the 
administration would be tempted by the 
decision to begin a test case covering 
the taxation of bonds. 


Sovereignty Involved 


One reason for the feeling that taxing 
income from bonds is on an entirely 
different footing from taxing salaries is 
that the taxing of bonds income hits far 
more directly at the sovereignty of the 
states issuing the obligations, whereas 
the salaries of state employes could 
hardly be considered in this light. 

Another reason for believing that taxa- 
tion of bond income is not a logical 
corollary of salary taxation is that at 
hearings conducted by a special senate 
committee headed by Senator Brown of 
Michigan, a special technical committee 
of government experts strongly sup- 
ported the recommendation of leading 
men in the bond business that the taxa- 
tion of future issues of bonds ordinarily 
tax exempt should be accomplished by 
constitutional amendment rather than 
in any other way. 

Much of the sentiment in favor of 
ending the tax immunity of federal and 
state employes arises from the fear that 
with all branches of government ex- 
panding their activities there will come 
to be an increasingly large and important 
element of the population contributing 
nothing in the way of income tax to 
the support of the government. 





Pacific Mutual May 1 Changes 


Pacific Mutual single premium im- 
mediate annuities will be written on the 
new standard table effective May 1. 
Rates are identical with those of most 
of the larger companies. 

The life income settlement in life, en- 
dowment and term policies has been re- 
vised to bring it in line with the annuity 
experience. Retirement income bene- 
fits available at 65 from cash values of 
life policies or at maturity of endow- 
ments are likewise affected. 


Negro Association Annual Meet 


The National Negro Insurance Asso- 
ciation will hold its annual convention 
in Los Angeles July 12-14. An itiner- 
ary has been prepared both going and 
coming to include extensive sightseeing. 
B. T. Bradshaw, Virginia Mutual, is 








chairman of the program committee. 


Golden State Mutual is the host com. 
pany. ; 

National Negro insurance week yj] 
be observed May 8-13, with G. W. Coy, 
North Carolina Mutual, as chairmap, 
An essay contest is being conducted, 

Supreme Camp of American Wood. 
men, Denver, and Liberty Industria} 
Life, have applied for membership jy 
the association. 





Life Companies Assets Gain 
Compared with Banks 


Thirty American legal reserve life 
companies gained $1,394,790,600 in as- 
sets last year, increasing from $23,452,- 
393,000 to $24,874,183,600, the publica- 
tion “American Banker” states in a 
comparison of life companies’ progress 
with that of banks. The 30 largest 
commercial banks and trust companies 
had total resources $22,519,115,400, it 
was stated, but their resources gained 
7.6 percent as compared to 6 percent by 
the 30 life companies. The Metropoli- 
tan’s assets of $4,942,900,400 compared 
with $4,532,349,800 combined resources 
of the Chase National Bank and Na- 
tional City Bank of New York, largest 
and second largest banks, respectively, 
in this country. 





Longhorn Agency Celebrates 


DALLAS—The Longhorn Agency 
of the Bankers Life of Iowa opened its 
new quarters here with a general sales 
conference the first day and an open 
house the next afternoon. The Dallas 
agency under Manager W. B. Scroggie 
now occupies the entire third floor of 
the Dallas Title & Guaranty building. 

The sales meeting was attended by 
agents from Dallas and Fort Worth. 
Business reported was dedicated to W. 
K. Jeffus, Dallas, who completed his 
20th year with the Bankers Life. 

W. F. Winterble, director of agencies, 
was guest of honor. He also visited 
the Cherry & Cherry agency at San An- 
tonio, which he presented with a trophy 
for leading in percentage of increase in 
insurance in force among the Bankers 
Life Group 1 agencies. Mr. Winterble 
also visited the El Paso agency. 

In addressing the Longhorn agency 
meeting, Mr. Winterble said he was 
greatly impressed with the outlook for 
Texas production. 





Schmidt Agency Celebrates Record 


The Flint, Mich., agency of the North- 
ern Life of Canada held a dinner at 
Frankenmuth, Mich., in honor of Man- 
ager M. L. Schmidt to celebrate the 
second consecutive month in which the 
agency has led the entire company in 
paid business. 

From the home office were present 
Charles C. Martin, superintendent of 
agencies, and H. L. Sharpe, assistant 
actuary. Mr. Martin spoke on ‘“Oppor- 
tunities in the Life Insurance Business.” 
Mr. Sharpe, in discussing “Underwrit- 
ing,” gave a practical blackboard dem- 
onstration of an agent’s income. 

Manager Schmidt presented each man 
with a settlement option slide rule. 





Honor Agency’s First Birthday 


The first anniversary of Continental 
American’s Boston agency under the 
leadership of Gerald M. Doherty was 
observed at a luncheon. J. E. Fitz- 
maurice, agency supervisor, and I. G. 
McKenna, unit manager, were honored 
with Mr. Doherty. W. M. Rothaermel, 
agency vice-president, and Ralph 
Halstead, supervisor of agencies, were 
special guests. 





R. B. Laird of Sidney, Bankers Life 
of Iowa agent, has been appointed Iowa 
highway commissioner. He will as- 
sume office July 1. 





Harry T. Wright, Chicago “million- 
aire’ and associate manager of the 
Equitable Society, was elected a trustee 
of Bannockburn, Ill, Chicago suburb 
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“Alumni” Pr Raton 
Schools Organize 


Eastern Chapter Formed; 
Will Hold Seminars 
Four Times a Year 


NEW YORK—Graduates of the Life 
Insurance Sales Research Bureau’s 
schools of agency management have or- 
ganized an eastern alumni chapter com- 
posed of those having offices in the New 
York City metropolitan area. This is the 
first such group to be formed. W. H 
Bender, Jr., general agent National Life 
of Vermont, was elected president; Wil- 
liam Carroll, general agent Berkshire 
Life, vice-president, and John A. Mc- 
Nulty, manager Prudential, secretary- 
treasurer. Members of the executive 
committee are J. V. Talbot, general 
agent Northwestern Mutual; F. H. 
Devitt, manager Equitable Society, and 
Francis Low, Home Life of New York, 
New York City. All are in New York 
City except Mr. Talbot, whose office is 
in Newark. 

The chapter plans to hold sales man- 
agement conferences four times a year, 
the first being scheduled for September. 





J. M. Holcombe, Jr., manager of the 
Sales Research Bureau, has promised 
full cooperation and members of the 
bureau staff will be available for these 
meetings. 

The bureau schools, one of which 
opens next week in Atlantic City, pro- 
vide high quality, intensive instruction 
for a period of two weeks. Since the 
alumni chapter’s quarterly gatherings 
will be in the nature of postgraduate 
seminars, it is expected that they too 
will be unique in quality. 

They will, it is believed, be a powerful 
stimulus to interesting candidates in at- 
tending bureau schools. In fact, the 
increase of 60 percent in registrations 
in the last month is attributed by Mr. 
Holcombe to interest that has grown 
since preliminary meetings of the alumni 
group were held in March. 

While the chapter has the hearty co- 
operation of the bureau, it has grown 
as a spontaneous undertaking of the 
New York group, Mr. Bender being the 
chief moving spirit. 


Zerrahn St. Louis Speaker 


Paul Zerrahn agency assistant Phoe- 
nix Mutual Life, addressed the St. Louis 
Life Insurance & Trust Council. Ques- 
tions on estate conservation and distri- 
bution were answered by members of 
the technical staffs of St. Louis trust 
companies. 











THE COLUMBIAN NATIONAL LIFE 
INSURANCE COMPANY 


Home Office— Boston, Massachusetts 


HOME OF THE MINUTE MAN 





Moderate Size 
Companies Meet 


Gathering at Indianapolis 
Is Conducted by Paul 
Speicher, Live Topics Up 


Thirty-seven representatives of mod- 
erate sized middle western companies 
gathered in Indianapolis the other day 
for discussion of agency problems per- 
taining to institutions in that particu- 
lar category. It was an enthusiastic 
session with all hands contributing to 
the discussion in a spirited way. Paul 
Speicher of the Research & Review 
Service functioned as chairman. Sixty- 
one attended the dinner. Several of 
those that participated suggested that 
another meeting be held. 

The first topic discussed was whether 
business is harder to get today than it 
was 10 years ago and whether it is 
harder for the moderate sized company 
than for the larger one. “Is there a 
new frontier for our size company 


today? Tomorrow?” were the ques- 
tions that were asked. Another 
subject for discussion was how the 


moderate size company can do more 
with field supervisors. Various mem- 
bers told where they get their field su- 
pervisors, how they compensate them, 
how they measure their efficiency and 
suggestions were made as to the proper 
number of supervisors that a company 
of this type should have. 


Modern Merchandising Trends 


Another subject that formed a basis 
of discussion was: “What modern 
merchandising trends a moderate sized 
company should watch today.” Spe- 
cial interest was taken in the discus- 
sion of the family group policy, as a 
number of companies in the moderate 
and small size class are making a big 
drive for this type of insurance. 

In connection with monthly premium 
business, the routine of handling col- 
lections was discussed. The experi- 
ence as to lapsation and the cost fac- 
tor were treated. 

Another question was how can the 
moderate sized company do more with 
its club conventions. There was a dis- 
cussion of handling personnel problems 
and how to manage the troublemakers. 

“How can the moderate size company 
build the enthusiasm of its men for the 
company?” was one of the questions. 
“Are we doing a good job of selling 
ourselves as a company to the men? 
How can we build company prestige 
among our own field forces? What can 
we do to offset unsettling offers from 
larger companies? What can the mod- 
erate sized company do to build a defi- 
nite company identity?” 

The committee in charge at the In- 
dianapolis gathering consisted of Harry 
V. Wade, executive vice-president Amer- 
ican United Life; A. H. Kahler, agency 
vice-president Indianapolis Life, and Mr. 
Speicher. 

It is likely that another meeting will 
be called in October. It is thought par- 
ticipation should be limited to about 45 
company representatives. 





Maddox General Agent for Georgia 


N. Baxter Maddox, Connecticut Mu- 
tual Life general agent at Atlanta, has 
been made general agent for the entire 
state of Georgia. Due to the resignation 
of Carlton E. Stevens as general agent 
at Macon, the Macon and Atlanta terri- 
tories have been consolidated. State 
headquarters will be at Atlanta. Mr. 
Maddox will maintain district agency of- 
fices in Macon under the supervision of J. 
M. Selser and at Savannah under super- 
vision of James Holland. 





N. Y. “Counsellors” Organize 


NEW YORK—A number of the life 
insurance “counsellors” in this area have 
formed an organization known as the 








Advisors Association. 
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Held Family in Richmond 
Prominent in Insurance 








Irving I. Held, Jr. 


Lewis I. Held 


‘The Held family in Richmond, Va, 
is prominent in life insurance. Irving 
I. Held, Sr., the father, has been con- 
nected with Northwestern Mutual there 
for 20 years or more and is a consistent 
producer. He has two potent, lively, 
forceful sons, Lewis I., and Irving I, 
Jr. 

Lewis is field supervisor in Virginia 
for Northwestern Mutual and is presi- 
dent of the Virginia State Life Under- 
writers Association. Irving I., Jr., is 
one of the stars of Northwestern Mu- 
tual in New York City. 

Both took the scientific course in the 
University of Pennsylvania and gradu- 


ated in law from the University of 
Richmond. They are members of bar 
associations. Both took the insurance 


course at the University of Pennsyl- 
vania under Dr. Huebner. Both are 
C.L.U.’s. Both started soliciting in 
New York City but Lewis returned to 
his old home. Both use their law train- 
ing and knowledge to good advantage 
in their insurance work. They realize 
that often legal questions arise in con- 
nection with one’s life insurance pro- 
gram. 

As Virginia president Lewis I. is 
proving a live wire, an indefatigable 
worker and an efficient organizer. 

There were six local associations 
when he took hold. He has succeeded 
in organizing Winchester and Martins- 
ville. He is now working on Pulaski, 
South Boston, Charlottesville, Stanton, 
Covington and Fredericksburg. 

The brothers Held were cadets in the 
famous John Marshall high school at 
Richmond and continued their interest 
in military affairs. Lewis is a captain 
on the reserve list and Irving a lieuten- 
ant. 


Boston C. L. U. Chapter Has 
“Information Please” Quiz 


The Boston C. L. U. will hold an 
Roster ong Please” program and din- 
ner April 25. W. Eugene Hays, agency 
director lew England Mutual Life, will 
be master of ceremonies. Questions will 
be received up to the hour of the pro- 
gram, after which they will be submit- 
ted to these life insurance experts for 
answers: Vernon Blagbrough, manager 
business insurance department, John 
Hancock Mutual Life; J. V. Gridley, man- 
ager Connecticut General; L. L. Howard, 
sales promotion manager ‘Columbian Na- 
tional Life; George Neitlich, manager 
Metropolitan Life; W. B. Purcell, Wor- 





cester, associate ‘general agent Aetna 
Life, and J. R. Warren, agency supet- 
visor Massachusetts Mutual Life. 
Results in Maine Are Given 
Ordinary life insurance issued 


Maine last year by legal reserve com- 
panies amounted to $34,573,163 and or- 

dinary insurance in force in the state at 
the end of the year was $418,651,322. 
Group insurance issued was $7,266,084 
and in force $35,701,166. Industrial is- 
sued was $19,567,885 and in force $117- 

938,000. The consideration received for 
annuities in the state was $2,485,395. 
Ordinary life sales declined 14.1 percent 
from the year before, industrial fell off 





10 percent and group 7 percent. 
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Announce Rural, City 
Health Winners 


Cleveland Heads Group I 
in City Contest Sponsored 
by Life Companies 


The United States chamber of com- 
merce in cooperation with the Ameri- 
can Public Health Association has an- 
nounced awards for the 1938 city 
health conservation and rural health con- 
servation contests. 

Awards are made not necessarily to 
the healthiest communities, but rather 
on the effectiveness with which a com- 
munity is meeting its health problems. 
Each city or county is appraised by a 
srading committee consisting of a group 
of selected health experts from all parts 
of the country. 

The city health contest is financed 
by a group of life insurance compa- 
nies. The rural health contest is fi- 
nanced by the W. K. Kellogg Founda- 
tion of Battle Creek, Mich. 

Winners in the city contest in the 
various population classifications are: 
Cleveland, Providence, Grand Rapids, 
Mich., Newton, Mass., Plainfield, N. J., 
Englewood, N. J. 

In the 1938 special contest for tuber- 
culosis control Hartford and Newton, 
Mass., tied for first place. 


MANAGING MEN 


Personal Coaching 


By A. R. Jaqua, Associate Editor 
DIAMOND LIFE BULLETINS 











Dear Bert: 

“What do you consider the greatest 
single factor in agency building? You 
needn’t be afraid to go on record because 
I'll sift whatever you say through my 
own experience and believe it or not as 
I choose, but in any event, you have had 
an unusual chance to see the work going 
on in a great many agencies, and | 
would appreciate your opinion.” 

In my opinion, the greatest single fac- 
tor in agency building is personal super- 
vision, which includes individual coach- 
ing in the cffice and in the field. 

A\ manager of my acquaintance re- 
cently took an afternoon swim at the 
gym. He is a good self-taught swim- 
mer, perfectly at home in the water. 
bystander said: “Do you mind my mak- 
ng a suggestion, since I taught swim- 
ming many years?” And in five minutes 
ot individual coaching my manager 
irlend was reaching straight out in his 
crawl instead of crossing his hands in 
tront of him, was using a beat just half 
as fast as formerly and was doing a bet- 
ter job of swimming with half the ef- 
tort. 

I have a boy of 7 who has had 10 
swimming lessons under an expert. Yes- 
terday I saw him make a perfect dive 
Irom the springboard, stick his little face 
down in the water and do a lovely crawl 
60 teet across the pool. He swims more 
correctly today than I do after 30 vears 
of hit-and-miss, trial and error swim- 
ming, 

In an agency group of 20 recently I 
asked how many had ever gone out in 
the field and watched an expert get pros- 
pects from a center of influence or make 
a presentation. One man raised his hand. 

asked how many had ever gone out in 
the field and themselves made a pros- 
pecting talk, an approach, a presenta- 
tion or close under the eye of an expert 
who later criticized them. One man 
raised his hand. 
nee fousands of men come into this busi- 

Ss and go out of it every year without 
ever having seen an expert demonstrate, 
in the office or in the field. And thou- 











with an $850,000 suit against certain di- 
rectors of the old Missouri State to re- 
cover losses alleged to have sustained 
through the loan, which was later as- 
sumed by the insurance company. 

Walter W. Head, president of the 
General American Life, has been sub- 
poenaed by the federal grand jury in 
Kansas City. Also subpoenaed were 
Alex C. Good, actuary who conducted 
the examination of Missouri State in 1933 
which preceded court pronouncement 
of its insolvency, and J. M. Crume, Chi- 
cago, who appeared before the congres- 
sional committee which investigated the 
receivership of Missouri State as an ex- 
pert. 

O’Malley, following examination of 
the old Missouri State in 1933, went into 
court. The company was pronounced 
insolvent, and O'Malley took charge of 
its assets. Later a group headed by Mr. 
Head and David Milton bought Mis- 
souri State, formed General American, 
and reinsured the Missouri State’s busi- 
ness. 

According to Crumie, investigation of 
this sale by a congressional committee 
never found outlet in a report. The com- 
mittee apparently went out of existence 
with adjournment of Congress at the 
end of 1936. 


sands more are desperately struggling 
on the trial and error method when a 
little personal coaching by an expert, on 
top of what they already know, would 
make them much more efficient. 

You will say that the tutor-system is 
expensive, and so it is. But you didn’t 
ask for the cheapest factor in agency 
building—you asked for the best, for the 
most important factor. As a compro- 
mise, I suggest the clinic system, where- 
by four or five men are coached together 
in the office, plus an occasional twosome 
in the field. 


Old $850,000 St. Louis 
Deal Being Probed 


ST. LOUIS—James T. Blair, a spe- 
cial commissioner appointed by Circuit 
Judge Connor, has been hearing testi- 
mony concerning the circumstances un- 
der which the old Missouri State Life 
guaranteed an $800,000 loan which three 
local banks made in December, 1932 to 
enable the Insurance Equities Corpora- 
tion to obtain control of Kentucky 
Home Life which held 29.5 percent of 
the Missouri State stock. 

The purpose of the hearings is to 
guide the court in advising the Mis- 











souri department whether to proceed There was $100,000 paid to the insur- 


ance department for expenses in con- 
nection with the Missouri State re- 
ceivership, and General American paid 


legal and court costs, salaries, etc. 
James P. Aylward, Democratic state 
chairman and national committeeman, 


was O’Malley’s choice of attorney to 
handle the proceedings. 





Seek Exemption in Wisconsin 
MADISON, WIS.—Wisconsin 
stands out because it is the only state 
which does not exempt some life insur- 
ance proceeds from inheritance taxation, 
except as it may be part of the first 
$15,000 of regular exemption, Helmus 
Wells, Milwaukee, legislative committee 
chairman of the Wisconsin Association 
of Life Underwriters, said in arguing 
in favor of the Engbretson bill to ex- 
empt $10,000 in life insurance payable 
to a named beneficiary from the state 
inheritance tax. Company representa- 
tives, agents and policyholders appeared 
in favor of the measure at the hearing 





before the assembly insurance and 
banking committee. 
Another bill has been introduced 


seeking to bring Wisconsin definition of 
legal incidents of ownership of a life 
insurance policy in line with the fed- 
eral inheritance tax law. This also is 
sponsored by the state association. 
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(CONTINUED FROM PAGE 3) 


experience that will enable them to fill 
the highest office with the utmost use- 
fulness. 

Both of these leaders, the committee 
states, were being moved forward to- 
ward the top while Mr. Zimmerman 
was located in Newark as the general 
agent for his company and Mr. Wright 
was located in Chicago. Then Mr. 
Zimmerman’s company assigned him to 
duty in Chicago. It so happened that, 
in the natural course of events, and 
because both of these men were matur- 
ing for national leadership simultan- 
eously two Chicagoans were placed in 
succession in consecutive years. 

Chairman of the committee is L. 
Mortimer Buckley, personal producer 
for Provident Mutual Life, Chicago, 
and a of the Chicago As- 
sociation of Life Underwriters. Vice- 
chairman is J. Hawley Wilson, Massa- 
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chusetts Life in Peoria, Ill, and a Na- 


tional trustee. 


The other Chicago members of the 
committee are Louis Behr, Equitable 
Society; James H. Brennan, Fidelity 
Mutual: Frederick Bruchholz, New 
York Life; J. C. Caperton, State Mu- 
tual: John H. Dingle, Massachusetts 
Mutual: R. S. Edwards, Aetna Life; 


W. S. Fuller, Prudential; A. Van 
Prudential; Ben H. Groves, 
Travelers; John R. Hastie, Mutual Life; 
Samuel Heifetz, Mutual Life; Ralph H. 
Hobart, Northwestern Mutual. 


Additional Members Listed 
Also, Wm. M. 


Maj. 


Goldman, 


Houze, John Han- 
cock; Byron C. Howes, Berkshire 
Life; E. W. Hughes, Massachusetts 
Mutual; Sara Frances Jones, Equitable 
Society; Robert A. Judd, Phoenix Mu- 
tual; Lloyd Lafot, New York Life; 
Mare A. Law, National Life of Ver- 
mont; John Morrell, Equitable Society; 
John D. Moynahan, Metropolitan Life; 
Alan KE. McKeough, Ohio National 
Life; H. Kennedy Nickell, Connecticut 
General; Bruce Parsons, Mutual Bene- 
fit; Earle Rappaport, Pacific Mutual; 
James M. Royer, Penn Mutual; Earl 





M. Schwemm, Great-West Life; W. H. 
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abseil Connecticut Mutual; Charles 
B. Stumes, Penn Mutual; E. B. Thur- 
man, New England Mutual; Raymond 
J. Wiese, Northwestern National; Free- 
man J. Wood, Lincoln National; War- 
ren V. Woody, Equitable Society; 
Herman A. Zischke, Union Central, and 
Martin A. Zitzmann, Midland Mutual. 

Last week the Chicago Association of 
Life Underwriters sent to the local as- 
sociations copies of resolutions that 
were adopted by that association for 
Mr. Zimmerman for president and Mr. 
Wright for vice-president. This week the 
committee headed by Mr. Buckley sent 
out the following statement: 


Personality and Leadership 


“Chicago is proud to present the 
name of Harry T. Wright, one of the 
most respected and substantial personal 
producers of the country, to fill the post 
of vice-president of the National Asso- 
ciation of Life Underwriters. Harry 
Wright’s many friends realize that in 
sponsoring him for the office of vice- 
president, we are supporting two men 
from the same city for the two most 
important jobs in our association. We 
also realize that we are in no way re- 
sponsible for this situation. Both 
Charlie Zimmerman and Harry Wright 
have devoted many years to association 
work, Charlie Zimmerman in New 
York and Newark, Harry Wright in 
Chicago. Just 20 months ago Charlie 
Zimmerman was transferred to our city. 
We believe that the future success of 
our association depends on personality 
and leadership and not on geography, 
so, we therefore enthusiastically en- 
dorse them both. 

“In Harry Wright we have a very 
rare candidate. A man, born in Chi- 
cago and who, for the last 29 years 
has carried a rate book for one com- 
pany in Chicago; who has made a rec- 
ord of personal production which is the 
envy of everyone. At the same time he 
has made many staunch friends by giv- 
ing freely of his time to his local and 
National associations. He has been a di- 
rector, secretary, treasurer, vice-presi- 
dent and president of the Chicago as- 
sociation; he was chosen as trustee of 
the National association and in 1937 
was made chairman of the membership 
committee, at which time he carried our 
national membership to an all time 
high. Recognizing his ability he was 
selected to start up the line in Houston 
by being elected secretary. 


In Round Table 15 Years 


“For the past 15 years he has been 
a member of the Million Dollar Club, 
each year qualifying with an average of 
approximately 120 cases or better. He 
was selected chairman of the Million 
Dollar Round Table in 1936 and he did 
a most outstanding job. 

“In Harry Wright we have a man 
who has the agent’s point of view, a 
man who will devote his time and every 
effort in making our business a better 
place for the knight of the rate book. 
Rarely do we find a personal producer 
who is willing to give so abundantly of 
his time, so, therefore, we feel you too 
will, for the good of the association, 
join us in recommending to our nomi- 
nating committee that they nominate 
this personal producer for our next 
vice-president.” 





“Adviser” Bill in Massachusetts 


BOSTON—At the request of the 
Massachusetts legislature’s insurance 
committee the attorney-general has pre- 
pared a bill to define “insurance ad- 
visers and policyholders’ counsel” and 
requiring their registration. The bill 
was given hearing by the committee. It 
exempts public accountants, lawyers, 
licensed agents and brokers and applies 
only to those giving counsel and advice 
for a fee. There was no opposition to 
the bill. 


Would Extend Inheritance Tax 


JEFFERSON CITY, MO.—The Mis- 
souri house has ordered perfected a bill 
extending the inheritance tax to life in- 











surance made payable to estates. 





Wen - Social 
Security Burden 
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Praising the shift in the proposed ben- 
efit formula away from the present un- 
due stress on the equity principle and 
toward social adequacy for the family 
unit, Mr. Hohaus said that recommended 
liberalizations would offset to some 
extent reductions in pensions eventu- 
ally payable to single persons and the 
elimination of the lump sum death bene- 
fit, He said that if properly amended 
along these lines the old age benefits 
plan should come much closer than the 
present one to fulfilling the primary ob- 
jective of forestalling old age depend- 
ency. 

Because of the amended scale of bene- 
fits in the new plan, Mr. Hohaus was 
not overly optimistic about savings due 
to switching from the full reserve plan 
to the pay as you go system. It should 
be frankly recognized, he said, that the 
increased cost of the amended contribu- 
tory plan is not likely to be completely 
offset by savings in public assistance, 
particularly in the early years and that 
consequently, the total benefit outlays 
under the social security system as a 
whole—including both the contributory 
plan and non-contributory old age assist- 
ance—would tend for many years to be 
greater and perhaps considerably so than 
under the plan which has been in force 
up to now. 

Discussing the differing insurance con- 
cepts underlying private and social in- 
surance, Mr. Hohaus pointed out that 
since private insurance is voluntary, the 
decision to insure coming solely from 
the insured, the relationships between 
insurer and insured must naturally in- 
volve the greatest practicable degree of 
individual equity, embodying principles 
which aim at charging the individual 
just enough to cover the risk and ex- 
pense he himself represents to the com- 
pany. 

Social insurance, on the other hand, 
Mr. Hohaus said, is instituted as a broad 
defense against a widespread social haz- 
ard and should aim at covering all those 
classes of the population most exposed 
to the hazard. A primary aim of social 
old age insurance, he said, should be, so 
far as financial resources ‘reasonably al- 
low, to pay a minimum scale of benefits 
adequate to furnish what society feels 
are the essentials of life. This is known 
= principle of “social adequacy,” he 
said. 





Harrisburg Agency Mutual 
Life Celebrates Leadership 


Representatives from 17 counties com- 
prising the territory of the Harrisburg 
agency of the Mutual Life of New York 
convened there for the agency’s fifth 
anniversary meeting. 

Manager Richard E. Myer welcomed 
the delegates and spoke on “Agency Af- 
fairs.” At the end of 1938 the Harris- 
burg agency stood first among all agen- 
cies of the company in paid for busi- 
ness, on the Mutual Life basis of rating 
agency accomplishment. Agency Or- 
ganizer F. I. Neiderer and District Mai- 
agers A. C. Hottenstein, R. C. Mahoney 
and A. P. Mazza also spoke. 

Wives of the representatives were 
luncheon guests. Tribute was paid to 
those wives whose husbands were win- 
ners in the recent “Honor the Wives 
campaign held by the agency. Manager 
Myer presented 11 representatives of the 
agency who have qualified for the Field 
Club convention. 

George A. Patton, vice- -president and 
manager of agencies, was the principal 
speaker. Medical Referee W. M. Kun- 
kel and Alternate Referee John L. 
Lanshe, both of Harrisburg, spoke on 
duties of medical examiners. 





Herlihy Boston Trust Speaker 

W. P. Herlihy, Jr., State Street Trust 
Company, will address the Boston Life 
Insurance & Trust Council on what 
happens to a man’s estate when he dies. 
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Bankers Life of Nebraska 
Names Manager at Chicago 


—— 








R. G. PILKINGTON 


Robert G. Pilkington has been ap- 
pointed regional manager by the Bank- 
ers Life of Nebraska with headquarters 
in the Chicago branch office, covering all 
of Illinois. He was installed this week 
by Ivan L. DeVoe, manager of agencies 
from the home office. 

The appointment initiates an expan- 
sion program in Illinois which will result 
in appointment of a number of general 
agents at strategic points in the state. 
The Bankers has operated an office in 
Illinois for at least 30 years. 


With Reno Agency 


Mr. Pilkington goes from the Reno 
agency of the Equitable Society in Chi- 
cago, with which he has been connected 
eight years, for the last three as educa- 
tional supervisor. Formerly he was an 
investment salesman in Chicago. 

Two other regional managers recently 
were appointed, H. W. Fouts at Des 
Moines and J. R. King at Pittsburgh. 
The regional posts recently were created. 





Massachusetts Bank Plan Is 


Criticised in Report 
BOSTON—Severe condemnation of 





allegedly unfair and socialistic methcds 
employed in the operation of the Massa- 
chusetts savings bank life insurance 
system fairly appear in the minority re- 
port of Representative Philip Sherman, 
member of the special legislative recess 
commission. The Sherman report has 
just been filed. 

_ The majority report filed a bill ask- 
ing for removal of the tax favoritism 
and another to reorganize the state di- 
Vision of savings bank life insurance to 
make the latter merely advisory. Rep- 
resentative Sherman proposed the lat- 
ter bill to provide that the state actuary, 
medical director and field workers cease 
as state officials and become direct em- 
ploves of the insurance writing banks. 


Criticise Radio Broadcasts 


The hostility toward insurance com- 
Panies and their agents in a_ radio 
broadcast by the deputy commissioner 
Was criticised by Mr. Sherman. Sav- 
ings bank life insurance has paid about 
Gne-quarter of the amount of tax that 
would have been paid had the banks 
been taxed as life insurance is taxed. 
lhe banks are able to enjoy an annual 
savings on this account, amounting to 
12 percent of the premium income. 
Exemption of bank life annuities from 
the 1% percent tax on all other annui- 
ties makes it possible to buy tax ex- 
empt annuities up to $3,200 a year. The 
bank plan has been subsidized by the 
State for 27 years and the system has 
received over $500,000 which it has not 
and never will repay. If interest is 
added, this sum_ represents approxi- 
mately $1,000,000 which has been paid 
by the tax payers to help conduct a 
Private business in direct competition 
with other private business. . 
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Philadelphians Plan 
Reception for Taft 


A reception, to which many distin- 
guished men and women in life insur- 
ance and public life have been invited, 
will be held for Senator Robert A. Taft 
of Ohio immediately prior to his ad- 
dress which will feature the Philadelphia 
Association of Life Underwriters 
“Golden Birthday Party” for the Na- 
tional association April 28. 

The committee inviting distinguished 
guests to the reception is composed of 
M. A. Linton, president Provident Mu- 
tual Life, chairman; John A. Stevenson, 
president Penn Mutual; W. L. Talbot, 
president Fidelity Mutual Life; Albert 
Short, president Girard Life; Clifton 
Maloney, president Philadelphia Life, 
and Dr. Alexander Mackie, president 
Presbyterian Ministers’ Fund. J. H. 
Reese, Penn Mutual, Philadelphia, 
president of the National C.L.U. chap- 
ter, heads the association committee on 
this phase. 

Senator Taft’s address will be on 
“Life Insurance—The American Way.” 
He is expected to touch on both the 
institution of life insurance and its rela- 
tion to American life, and the service of 
the life insurance agent. Early reser- 
vations indicate that the meeting will be 
one of the largest association gatherings 
ever held in America. Senator Taft's 
speech will be carried by both the Blue 
and Red networks of the N.B.C. and 
has been offered to all local stations of 
both these chains. A 15-minute elec- 
trical transcription also has been pre- 
pared, featuring Senator Taft, National 
President Holgar J. Johnson and Philip 
F. Murray, president of the Philadelphia 
association, which has been offered to 
local associations staging special simul- 
taneous meetings April 28, the day of 
the Philadelphia party. It is probable 
that half of the National association’s 
335 units will conduct sessions for this 
purpose. 





Maintains Values Over Long Period 


Two examples of the value of life in- 
surance over a long period of years are 
cited in the current Massachusetts Mu- 
tual Life “Radiator.” (Case histories of 
policies in force 68 and 72 years are 
traced with a review of the economic 
and war difficulties the world faced dur- 
ing the period. 

The Massachusetts Mutual recently 
settled an endowment at 100 (figured on 
old basis) policy which matured. The 
centenarian paid only eight premiums 
(1871-1878) amounting to $192 but he 
received $170 in cash this year and had 
been paid $80 in dividends previously. 





Reserve Loan Family Group Plan 


Reserve Loan Life new plan of fam- 
ily group insurance uses 20 year term as 
its basis. All members of the family up 
to 60 years of age may be covered if 
insurable. Death benefits on members 
under age 5 are graded so that $200 :s 
paid for each year of age at death if the 
ultimate amount on that life is $1,000. 

The minimum amount on any one in- 
dividual is $250 and the entire group 
cannot be less than $1,000. The term is 
renewable at the end of 20 years or any 
member may convert to a higher pre- 
mium form at any time. There may be 
incorporated a provision which waives 
the premium on the entire group in event 
of death or disability of the applicant, 
who is generally the father. 

Rates for ages below 21 are same as 






for 21. Rates at representative ages are 
given herewith: 

Age Prem. Age Prem. Age Prem. 
i ee 35....$13.50 50....$30.21 
Sho e< STS . 16.54 55.... 43.30 
3 11.75 45 ~ aecek 60.... 60.83 





Hunt Named at Lubbock, Tex. 


L. E. Hunt has been oppointed gen- 
eral agent of General American Life at 
Lubbock, Tex., in charge of 16 surround- 
ing counties. Offices will be in the My- 
rick building. He has been in life insur- 
ance work 10 years. 











FINANCIAL STATEMENT 
December 31, 1938 


General American Life 


INSURANCE COMPANY 
SAINT LOUIS, MISSOURI 


WALTER W. HEAD, President 


—— ASSETS ———_ 
Cash on Hand and in Banks. .$ 7,243,346.11 











Bonds — 
@{U- S. Government........ 16,682,757.21 

eer etree 11,282,882.09 
Caslh arisheenes ss ss o.5. co Sad ceseeeweee aks $35,208,985.41 
First Mortgage Loans on Real Estate....... 19,585,199.49 
eee er ee eee ee 950,000.00 
Real Estate Sales Contracts...............- 1,258,026.16 
Other Real Estate........... ipirianiesees 18,706,109.82 
DI. os wiicaeswinn canna hecoeneaneanes 4,198,642.50 
Other Loans and Assets... ..........-.-00. 988,208.00 
@ Interest and Rents on Investments Accrued 

BieiINGG tet PIG sco ke os cs eecewewaiecena 861,504.67 
Interest and Rents Due on Investments (None 

of which is past due more than 90 days)... 624,587.92 
Net Premiums in Course of Collection....... 2,104,786.23 
Balance of Initial Policy Liens............. 13,098,940.00 
Loans ta Poleyneldena ss... - <5 6c ce eeseeee: 28,483 ,604.44 
@ Total Assets.......... EE ee TRON $126,068,594.64 

——— LIABILITIES ——— 

DI TIERS «5 ons 5c doe nestnseeses $117,502,920.57 
Premiums and Interest Paid in Advance..... 926,283.93 
Dr Gar TGs «oc 550s see sisesenseees 745,983.75 
Reserve for Other Liabilities......... weane 552,747.01 
Policyholders’ Dividends... . .. 2... 22020: 1,151,362.27 
NS a ahd inn sooo OSS 4 RECA RRA CEES 120,879,297.53 
Comtionemey Mlenerwe... . . . .. . 26222 cceees 2,728,613.44 

Under Purchase Agreement.. $2,612,613.44 

CRG ee eee wi 116,000.00 
Capital Stock and Guaranty Fund.......... 500,000.00 
Ee EE ee ee eee ey ee 1,960,683.67 
3) Foetal Racbeiees « c.. o.a0 calc snccwweaewnes $126,068,594.64 





Chums Market Value of Bonds is substantially more than $1,750,000 in excess of the amounts 
shown above. 

@ Interest Accrued on Assets in Default is not included. 

@ Includes assets in ‘Old Company Account” established under Purchase Agreement dated September 
7, 1933 on file with the Superintendent of the Insurance Department of the State of Missouri, (copy 
of which agreement may be obtained from him or the company), against which the Superintendent 
reserved a lien to protect certain liabilities therein described and fully included among the liabilities 
in this statement. Status of Old Company Account on file with the Superintendent and with the Com- 
pany. 

@ Full net legal reserve on policies issued by General American Life are secured by deposit of approved 
securities with the Superintendent of the Insurance Department of the State of Missouri. The capital 
stock, guaranty fund, and surplus are additional protection to all policyholders. 
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Turning Criticism to 


THE BROAD-GAUGE attitude toward criti- 
cism of life insurance which President 
FRANKLIN D’O.teER displayed in addressing 
the PRUDENTIAL’s managerial conference is 
worth more than passing attention. It 
is too easy to take the view that criti- 
cism is either ignorant or malicious and 
hence not worth any thought or, on the 
other hand, that it portends an ominous 
future for the institution of life insur- 
ance. Colonel D’OLiER refuses to 
either complacent or stampeded. 

“T do not have to tell you that during 
these past few years many institutions, 
including life insurance, have been sub- 
“Un- 
less it could justify its existence, unless 
it was doing the kind of job that the 
people of this company wished it to do, 
it had and justly We 
night just as well recognize that and 
is to develop still further 
so that the 


be 


ject to criticism,” he pointed out. 


to change so. 


our answer 


the good will of the public, 


people at large will realize that the serv- 
ice we are giving them is worth what 


it costs.” 
Colonel 
the 


DOLIER went on to say of 
the 
“there is no policy we have 
willing to 


to see to it in 


policies pursued by company, 
which we 
review at 
every way 


are not perfectly 


any time at all; 


Impressive Example 


THIs is not a paid reader advertisement 
for the Hottywoop Beacu Hore, Holly- 
wood, Fla., where the NATIONAL AssocIA- 
TION INSURANCE 750 
held recent mid-year meeting 
and where some life companies and other 
We 


cite it as an exemplary study in public 


OF AGENTS, some 


strong, its 
insurance groups have foregathered. 


relations, as a creator of genuine good will 
and satisfied patrons. 

has 
attempted to create a priesthood whose 


The genus “public relations counsel” 


are authorized and com- 
petent to interpret the oracles and lay liy- 


members alone 


ing hands on the public. They have at- 
tempted to devise a mystic formula 
whereby sacred rites, esoteric, are used 


with solemnity to influence the people. 

Yet the development of will is 
We may regard 
Date CArNEGIE’S fulminations as at times 
too saccharine 


good 
comparatively simple. 
and yet he has the human 
viewpoint in ways of extending the circle 
of friendship. After all when we speak of 
public relations we mean the expansion of 
loyal friends, both 
so far as an individual or institution is con- 
cerned. 


the kingdom of good, 


Account 


that it is the best policy that we can 
have for that particular period.” 

As the PRuDENTIAL’s president points 
out, it is an extremely important matter 
what the public thinks of the institution 
of 
company. 

The danger is not there is a rising 
tide of criticism which is likely to 
cripple the business of life insurance. 
The danger lies in the feeling that be- 
cause these criticisms are either unim- 
portant or unjustified it is not necessary 
to do anything particular about them. 
Colonel D’O vieEr’s attitude that criti- 
cisms are a healthy, normal manifesta- 
tion which help materially in the pro- 
gress of any product is an encouraging 
and realistic viewpoint. As he observed 
about a car he recently bought—and 
found very satisfactory, “you ought to 
have seen the letter I wrote the dealer 
about the way 
the doors.” 

The automobile business is not going 


life insurance and of a particular 


the wind blew through 


to collapse because even with the best 
efforts it falls short of perfection. <A 
similar attitude in the insurance busi- 
ness—neither an undue concern nor a 
refusal to accept useful criticisms—has 
much to commend it. 


in Public Relations 


Some folks and some organizations try 
to purchase friendship in a very crude and 
apparent manner. Sometimes a few of our 
insurance friends think by advertising in 
daily papers, farm journals, secular maga- 
zines, they can enlist their support and 
silence or modify criticism—a most mis- 
taken idea. Such fealty, if it can be called 
such, commercially bought, is unreliable 
and false. 

The hostelry to which 
studies the needs and wishes 
It anticipates them. 
that may be small but they are arresting. 


we referred 
of its guests. 
It extends courtesies 


Up and down the line—in the dining room, 
in the elevators, in the lobby, 
behind the desk, every person, 
treats a guest as though he or she were 
the host and responsible for the well being 
of the patron. 
crude, 


in the room 
service, 


There is nothing crass or 
artificial—j ust 
“We appreciate your patron- 
age, we want you to be well satisfied, 
are at your service.” 


nothing forced, or 
the spirit of 


we 


The wave of good will grows where 
people realize that selfishness is kept far 
in the background, that the 
motive is not to the fore, 


mercenary 
but that what is 


out the uplifted palm. 


done and how it is done are prompted by 
a sincere desire to be of assistance with- 


Go down to this hotel which is open all 


summer at a most reasonable rate, observe 


its human organization and study its 
methods. You will be converted into its 
booster. 








PERSONAL SIDE OF THE BUSINESS 





Dr. H. M. Finnerud, medical director 
Midland National Life of Watertown, 
S. D., is well on the road to recovery 
following a serious four weeks illness. 
At one time it was feared that he would 
not live. 

A volume of poems, “The Cross- 
roads,” by Miss Frances McDaniel, with 
the New York Life in Memphis, Tenn., 
has just been published. She also has 
quite a reputation as a writer of short 
stories. 

W. K. Niemann, Sin Moines agency 
manager Bankers Life of Iowa, will 
serve as proxy for the president of his 
alma mater, the University of Michigan, 
representing the university, on the invi- 
tation of President Ruthven of Michigan, 
at the formal inauguration of another 
alumnus, John O. Gross, as president of 


Simpson College, Indianola, Ia., April 
22. Mr. Niemann is president of the 
Michigan Alumni Association of the 


sixth district, which includes Iowa and 
parts of adjoining states. 

President Walter LeMar Talbot of the 
Fidelity Mutual Life and Mrs. Talbot 
are on their way to Hawaii. Mr. Talbot 
held agency meetings in both Los An- 
geles and San Francisco. 


Lee J. Loventhal of Loventhal Broth- 
ers Agency, Nashville, Tenn., has been 
appointed regional layman’s tour chair- 
man for Tennessee and Kentucky for 
the Union of Hebrew Congregations 
Movement. Mr. Loventhal will arrange 
for speakers to visit every city in the 
two states where there is a Hebrew con- 
gregation. 

O. P. Schnabel, San Antonio, Tex., 
southwest Texas agency manager Jeffer- 
son Standard Life, has been elected 
president San Antonio Boys’ Club, and 
J. B. Roark, president Texas General 
Agency Company, San Antonio, was 
elected a director. 

L. F. Weatherwax, New York Life, is 
a member of a Wichita, Kan., commit- 
tee which will present a silver service 
to the new U. S. cruiser Wichita at dock 
in Houston, Tex., April 30. A special 
train will carry Wichita citizens to the 
ceremony. 

Grover Knoernschild, assistant man- 
ager of the Herzberg ordinary agency 
of the Prudential in Milwaukee, has 
been reelected president of the village 
of Whitefish Bay, Milwaukee suburb. 

C. J. Zimmerman, Chicago general 
agent Connecticut Mutual Life and vice- 
president National association, has 
scheduled a number of talks in several 
states during the next month. He will 
address the Charleston, W. Va., asso- 
ciation April 21 on “Getting Action.” 
May 6 he is to talk at the Missouri state 
sales congress at the Elms Hotel, Excel- 
sior Springs, on “The Job of Selling.” 
He will address the Davenport, Ia., 
sales congress May 12, being co-chair- 
man with Harry T. Wright, Equitable 
Society, Chicago. Mr. Zimmerman also 
April 28 will address the senior class 





in the school of commerce, University 





of Illinois, on “Life Insurance on a Ca- 
reer Basis,” and May 11 will speak at 
the conference of mid-west superintend- 
ents of the Metropolitan industrial divi- 
sion on “The Importance of Morale.” 

President R. E. Irish of the Union 
Mutual Life will spend the rest of the 
month at the Ocean Beach, S. C., cottage 
of J. M. Waddell, manager of agencies 
Pilot Life. Mr. Irish and Mr. Waddell 
are friends of many years standing, hay- 
ing been formerly associated at the home 
office of the Bankers Reserve Life in 
Omaha. 

Walter Cluff, educational director 
Kansas City Life, has issued his sixth 
book, “Calling the Life Underwriter,” 
a text on life underwriting fundamentals, 
published by the Lowell Press, Kansas 
City. 

The Cleveland office of the Sun Life 
of Canada held a luncheon to celebrate 
the 80th birthday of R. D. Lewis, who 
is still an active producer. Mr. Lewis 
has been writing life insurance for 49 
years. He was presented a desk lamp. 

Grant M. Hudson, state manager Oc- 
cidental Life, Lansing, Mich., who was 
prominently mentioned for Michigan in- 
surance commissioner, has been named 
director of purchases for the state. He 
will continue his insurance connection. 
His son, Grant, Jr., who has been in 
the office for several months, will assist 
him in maintaining the agency. 

Miss Matilda Rosenfeld, agent of the 
Equitable Society in San Francisco, is 
making a series of five minute broad- 
casts over Station KJBS, discussing the 
various types of life insurance and an- 
nuities and their services to insured 
and beneficiaries—particularly from the 
standpoint of women. This is the sec- 
ond series of broadcasts Miss Rosen- 
feld has arranged. 


In the office of W. C. Johnston, dis- 
trict manager of John Hancock Mutual 
at Webster, Mass., hang paintings of 
two of the John Hancock officials, 
President Guy Cox and Vice-president 
Elbert H. Brock. The paintings were 
done by Mr. Johnston’s son, W. F. 
Johnston of Boston. They are excellent 
portraits done in large size. 

E. A. Stanley of Little Rock, state 
manager Reserve Loan Life, building 
commissioner for the new state school 
for the blind, nearing completion in that 
city, is seeing in its erection the fruition 
of an idea for which he was responsible. 
The official publication of the Little 
Rock Life Underwriters Association 
suggests that the main administration 
building of the school be named “Stan- 
ley Hall.” 





DEATHS 


Greenville Howard, 75, retired field 
editor New York Life, died at his home 
in Douglaston, N. Y. He joined the 
New York Life in 1901 after being with 
American Telephone & Telegraph and 
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le Officials Lecture in School 
= A number of home offce officials in THE 
oe addition to the instructors are lecturing 
in the Travelers’ home office school just 
a started. The faculty of the life, accident 
and group agents school is D. J. Blox- 
ham, supervisor agency field service: 
= J. McNeal, Reid Hartsig, and M. F. 
Jones, assistant supervisors. Officials 
d Participating include J. L. Howard and 
e B. A, Page, vice-presidents; Dr. W. B. 
e Bailey, eo L. M. Robotham, 
h secretary life department; J. R. Lacy, = | 
d ‘ca secretary accident department; A Vita Force 
‘A. kK. Brosmith, attorney; J. E. Hoskins, * 
a seamed Dr. T. J. Cabaniss, or Human Betterment 
Y Nedical_ director accident department: 
; R. A. Payne, underwriter accident de- The large sums distributed each year to beneficiaries and to 
ee H. S. DonCarlos, manager living policyholders mean financial independence for count- 
accel _ = . = . . . 
aii. Cw. oe —_ less individuals. They play an indispensable part in the 
Saco nG. { , Manager - F 
licity department. — wails nation’s economy. 
| In its 52 years of existence, the Manufacturers Life has 
Hays & Bradstreet agency of distributed more than 214 million dollars. 
No. 1 — for the first quarter rates INSURANCE AND DEFERRED ANNUITIES IN FORCE INSURANCE COM 
a. n New England Mutual in point 572 MILLION DOLLARS HEAD OFFICE 
a Percentage of gain for the first quar- TORONTO, CANADA 
_ of the year over the first quarter of ASSETS EXCEED 167 MILLION DOLLARS Established 1887 
“pas year. In actual volume gained, the 
peed Angeles agency was outranked by 
nly one other agency of the company. 
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LIFE AGENCY CHANGES 





Horne Succeeds Hay in 
Great Southern Life Post 


E. P. Horne, formerly home office 
agency assistant of the Great Southern 
Life, has been appointed manager of the 
Houston city agency. He joined the 
Great Southern in 1925 

Sam R. Hay, Jr., retiring city agency 
manager, who has gone with the Pro- 
tective Life as agency superintendent, 
was honored with a banquet in Houston 
April 14, in appreciation of his service 
to the company. 





Johnson to Albuquerque 


O. K. Johnson of Columbus, O., for- 
merly Ohio state manager of the Busi- 
ness Men’s Assurance and secretary of 
the Columbus Accident & Health Asso- 
ciation, has been transferred to Albu- 
querque, N. M, as supervisor for that 
district. He has been with the company 
13 years. Brice Haliburton, formerly 
with the B. M. A. in Albuquerque, goes 
to Phoenix, Ariz. 





New Arrangement in North Dakota 


J. B. Bridston and Loyde C. Thomp- 
son, operating as the J. B. Bridston 
Companv, Grand Forks, have been ap- 
pointed joint general agents for North 
Dakota with John A. Risk by North 
American Life of Chicago. This is a 
general insurance agency that has not 
up to this time had a life insurance con- 
nection. Mr. Bridston is a state sena- 
tor. Mr. Thompson was formerly as- 
sistant secretary of Implement Dealers 
Mutual Fire. 





Dann Made District Manager 


T. R. Dann of Modesto, Cal., repre- 
senting the Business Men’s Assurance 
for 12 years, has been appointed district 
manager in Los Angeles. He has been 
a leading producer since his first year in 
the field, qualifying every year for mem- 
bership in the Grant Club and twice as 
a director. 


H. B. Brown with Allan Gates 


Harry B. Brown has resigned as 
eral agent of Farmers & Bankers Life 
in Little Rock to become assistant gen- 
eral agent of the Allan Gates agency 
of Penn Mutual Life there. 


Spindle to Rio Grande Valley 
Theo Spindle, for eight years Fort 
Worth, Tex., manager of the Amicable 
Life, has been transferred to Harlingen, 
Tex., as Rio Grande valley manager. 


McGihor. Again with Westem Life 


C. H. McGihon has been appointed 
general agent for Western Life of Mon- 
tana in Kalispell, Mont., and adjacent 
territory. He was connected with 
Western Life in Kalispell six years ago 
but left to engage in other business. He 





gen- 











Made Assistant Manager 
of Agency in Chicago 





Brooks Fuller has been appointed 
assistant manager of the W. S. Fuller 
Prudential ordinary 
agency, Chicago. A 
graduate of the 
University of IIli- 
nois in 1929, he 
started that year 
with the Pruden- 
tial. He was award- 
ed his C. L. U 
degree in 1934. 

Always a good 
producer, Mr. 
Fuller ranks 
among the top 
leaders in the com- 
pany, and brings 





" cs Full 
this excellent back- ee Se 


ground to his new 


supervisory duties. 








is a member of the recently organized 
Glacier Realty Company. Mr. Mc- 
Gihon will be in direct supervision of 
the life department in that office. 





Midland National Appoints Two 


Midland National Life of Water- 
town, S. D., has appointed A. J. Dale 
and C. R. Pierson field supervisors. Mr. 
Dale will work in Texas while Mr. Pier- 
son will cover Washington and Oregon. 
Mr. Pierson rejoins Midland National 
after a 10 years absence. Mr. Dale 
goes from Great Northwest Life of 
Spokane. 





Central States Names Hardin 


The Central States Life has appointed 
R. Hardin of Booneville, Ark., general 
agent. He has represented the Py ramid 
Life of Kansas there. He will service 
several adjacent counties. 


Aitchison to St. Louis 


Lee R. Aitchison has resigned as man- 
ager of the health and accident depart- 
ment of Cravens, Dargan & Co., Hous- 
ton, Tex., to become branch manager 
for the new office the American Hos- 
pital & Life is opening in St. Louis. 








Darnold Named in Topeka 


C. F. Darnold, for two years with the 
Lincoln agency of the Security Mutual 
Life of Nebraska, has been named gen- 
eral agent in Topeka, Kan. 


DuMoe Shifted to Davenport 


T. DuMoe, division manager 
of Occidental Life of California in 
charge of Illinois, Michigan, Indiana 
and Ohio, has been transferred to 
Davenport, Ia., from Chicago. The an- 
nouncement was made by Lee J. 





Joseph 





Dougherty, vice-president and general 


manager of the Guaranty branch of Qe. 
cidental. Conn Moose of Omaha, whe 
is manager of the western division 0: 
Occidental, eventually will have hj; 
headquarters in Davenport, according tc 
Mr. Dougherty. 


NEWS BRIEFS 


H. B. Underwood, formerly genera) 
agent Equitable Life of Iowa, Buffalo, 
has joined the John W. ‘DeForest 
agency of the Aetna Life there. 

William H. Howe has been appointe; 
manager at Kalamazoo, Mich., for Relj. 
ance Life. He has been in the insur. 
ance business more than 20 years. He 
suffered a broken neck about five years 
ago and despaired of ever being able 
to return to work. However, he is now 
able to undertake the responsibilities of 
building an agency. 

A. R. Weber has been appointed gen- 
eral agent at Salina, Kan., by Banker; 
Life of Nebraska. 


Eugene O’Keefe, for the past 10 years 
Union Central agent at Hutchinson, 
Kan., has been appointed general agent 
of the Midwest Life of Lincoln for the 
Hutchinson and Central Kansas area, 
Glenn Ethridge, former general agent, 
will continue as a personal producer. 

Joseph Baer, district manager Mutual 
Life of New York, at Madison, Wis. 
and a large personal producer for 11 
years, has retired to devote all his time 
to his clientele. 





Pacific Mutual Life Wins Award 


First prize among national newspaper 
advertising campaigns of 1938 was 
awarded Pacific Mutual Life in the 
Annual Advertising Awards competi- 
tion in New York conducted by “Ad- 
vertising & Selling.” Entries in the 
national newspaper campaign division 
of the nation-wide competition included 
all newspaper advertising run in 1938, 
regardless of product classification or 
geographic locality. 








AN EASY WAY TO 
Boost. Your. Income 
by $4 QO 2 month 


Yow! HOSPITAL BENEFIT PLAN 


You can now make “prospecting” 
the tune of $100 or more per month! 


immediately profitable . . . to 
By merely showing Colum- 


bus Mutual’s new Hospital Benefit Plan before you leave your 


prospect, you can turn every call into a sale. 


National surveys 


show that this new form of insurance holds No. 1 place in the 


public’s interest. 


And Columbus Mutual’s Plan offers more attrac- 


tive benefits than other similar plans . . . and costs only 75c per 
month. People want it! It’s something you can “write” on every 


member of the family! 
helps you to make new friends. 


Besides giving you a nice commission, it 


And another “beauty” of it is 


that your present agency connection need not be disturbed! What 
do you say—may we send you the complete details? 


Here are the benefits your clients get for 75c per month! 


$ 5.00 a day for 28 days for hospital confinement. 
$ 5.00 for X-Ray or laboratory examination. 
$10.00 for use of operating or delivery room. 


$10.00 for anaesthetic. 


Issued to male and female risks between the ages of 10 and 65. 


Address: JAMES A. PRESTON, Sales Manager 
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MEETINGS 





~__UFE SALES 


State Mutual West Coast 
Agencies Discuss Sales 


The sales philosophy of State Mutual 
Life was discussed at a two day meet- 
ing of the west coast agencies at Del 
Monte, Cal. Present from the home of- 
fce were Vice-presidents Stephen Ire- 
land and Ross B. Gordon and J. H. 
Eteson, assistant superintendent of 
agencies. 

“Mr. Ireland noted that the average 
paid case written by the west coast 
agencies was larger than the national 
average of all companies. He _ pre- 
sented illustrations showing commis- 
sions paid to agents for specific busi- 
ness and showed a table especially de- 
signed to increase the agent’s volume 
by increasing his average policy. 
Vice-President Gordon, in giving a 
perspective on underwriting procedure, 
said sales to women, after increasing for 
ten years, finally have leveled off in the 
company at 18 percent by number. 
They are less than half the company’s 
average policy. The reason for this is 
that working women’s premium money 
goes into larger premium policies for 
retirement income. He also traced the 
development of reinsurance as_ back- 
cround for the generally lower reten- 
tions, 

Mr. Eteson described the develop- 
ment of the State Mutual. He called 
attention to the new sales helps which 
it has developed in the past three years. 





Great West Sales Meeting 


An educational sales meeting is being 
held for the leading producers of the 
Great-West Life at Hot Springs, Ark., 
April 17-19. A record attendance is an- 
ticipated, as a large proportion of agents 
and branch managers have qualified fol- 
lowing a very successful year’s business. 

The program will include addresses by 
head office officials and branch man- 
agers, as well as selected outside speak- 
ers, An interesting “Practical Ideas” 
contest is being held with nine com- 
pany representatives taking part, and 


| ing sales demonstrations in a _ novel 


manner, 





Union Central Agents Qualify 


Sixty-eight agents have already qual- 
ified for the Union Central Life’s agency 
meeting for its $250,000 production club 
at Chateau Frontenac, Quebec, Sept. 4-6. 
Aug. 20 is closing date for those quali- 
fying. The last meeting of the club was 
held in Havana. 





To Hold Regionals in Fall 


The Mutual Trust Life will hold two 
regional agents conventions this fall, the 
first at Lawsonia, Green Lake, Wis., 
Sept. 6-8, and the other at the Saga- 
more, Green Island, Lake George, Aug. 
28-30. 


Clark Meets with Agency Staffs 


Jerome Clark, vice-president Union 
Central Life, visited the Chicago agen- 
cies of H. A. Zischke and E. D. Verink 
this week. Chicago was the first stop on 
a trip which is taking Mr. Clark to 
Wichita, Kan., Kansas City, Denver and 
Memphis, Tenn. In each city he is con- 
ferring with the general agents and 
meeting with the entire agency staff. 





Engstrom Agency to Meet April 22 


The Michigan agency of the Bankers 
Mutual Life will hold a sales conference 
in Detroit April 22, in charge of L. H. 
Engstrom, state manager. Talks will 
be made by President J. C. Peasley 
and Vice-president M. V. Peasley. B. 
M. Colvin, Chicago manager, and C. H. 
Westlake, top producer of the Chicago 
agency, will speak. George French, ac- 
tuary, will lead a discussion. 

At a special luncheon Mayor Read- 
ing, Insurance Commissioner Emery 
and Harvey Campbell, chamber of com- 
merce, will bring greetings. Charles 
Eckert, Michigan general agent North- 
western Mutual Life, will talk on “The 
Job of Life Underwriter in this Age.” 
Sales methods and plans for the coming 





two sound movies will be shown, featur- 


year will be discussed at the sessions. 








AS SEEN FROM CHICAGO 





PREDICTS SALES WILL IMPROVE 


Life insurance production, _ which 
temporarily seems to be off in Chicago 
trom 40 to 50 percent, will be improved 
soon and the slump will more than be 
offset in the rest of the year, according 
to prediction of Samuel Heifetz, man- 
ager Mutual Life of New York in Chi- 
cago. Mr, Heifetz has been selling life 
insurance since 1907. He says many 
causes are responsible for the tempo- 
rary slackness in the life business. In 
his experience the highs and lows in 
life insurance selling never have been 
so extreme as the general business 
curve. Some underwriters seem to have 
the ability to continue a sales curve that 
is almost a horizontal line. While this 
requires a man of unusual stamina, 
courage and enthusiasm, the fact dem- 
Onstrates that sales troughs in life in- 
Surance are largely due to the agent’s 
mental attitude, Mr. Heifetz believes. 
Commenting on the reports that many 

agents exhausted their prospect lists 
near the end of last year, Mr. Heifetz 
said no man with common sense ever 
should have a prospecting problem. The 
troul ble is, he says, that the agents have 
not been mingling sufficiently with peo- 
pie. They have not exposed themselves 
often enough. 





a NT MAN SPECIAL AGENT 


rank H. Collins, a prominent mid- 
ester business man, formerly vice- 
resident Burlington, Muscatine & 

rthwestern Railway, has joined the 
So J. Wood agency of the Lin- | 
coin National Life in Chicago as spe- | 


» 





cial agent. Mr. Collins has high con- 
nections, is chairman of the Union 
League Club entertainment committee, 
and is a major in the army reserve of- 
ficers corps. He is specializing in 
business insurance. The Wood agency 
for the first quarter was fifth in the 
Lincoln National countrywide and 
fourth in March on volume basis. It 
showed an increase of 41 percent for 
the quarter. The last year it was in 
eighth place. The agency submitted 
$1,014,000 in March. Mr. Wood was 
in seventh place for March in personal 
production. 





SUPERVISORS PLAN GOLF PARTY 

E. J. Grandson, Union Central, presi- 
dent Life Agency Supervisors of Chicago, 
has named the following committee 
to arrange for the annual golf tour- 
nament to be held in June: Carl Devol, 
Jr., Great West Life; Ed Hintzpeter, 
Mutual Life of New York, and E. E. 
Lindstrom, Travelers. 





TO ATTEND SALES CONGRESS 


J. F. Johns, superintendent of agen- 
cies eastern division Reliance Life, will 
be in Chicago, April 26 and 27. He will 
confer with Manager W. C. Peck con- 
cerning the opening of the new Reli- 
ance offices at 100 North LaSalle. He 
will also attend the sales congress of 
the Chicago Life Underwriters Associa- 
tion April 27. 





ZIMMERMAN SPEAKS TO CASHIERS 





PERMANENT — 





A contract with 
The Ohio State 
means permanent 
happiness, com- 


fort and success. 


THE OHIO STATE LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 
























A LIFE INSURANCE MAN 
DOES NOT LIVE BY BREAD ALONE 


But his days are made happy and lengthened by — — 


1. Prompt Policy Issuance 6. Multiple Policy Forms 

2. Claims Paid Quickly 7. Non-forfeitable Commissions 
3. High Renewal Ratios 8. Career Agency Contracts 

4, Fruitful Prospecting Plans 9. Rapidly Growing Company 
5. Registered Policy Service 10. Agency Minded Management 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY 
“Registered Policy Protection” 


Home Office 
Dallas, Texas 


Thomas M. Mott 
See’y & Actuary 


Theo. P. Beasley 
Pres. & Gen. Mgr. 








MEN WHO SELL 











At the April meeting of the life 
agency cashiers’ division of the Chicago 





Designate the ROCKFORD LIFEMEN — Why? 


@ Because they are making SALES virtually every 
day. They have a policy for every need (from one 
year renewal term to 10 year endowment) and an 
amount for every purse (from $100 to $100,000). 
Investigate why our field force is growing rapidly. 


Rockford Life Insurance Company 


Francis L. Brown. President 


Rockford, Illinois 
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Association of Life Underwriters 
Charles J. Zimmerman, general agent 
Connecticut Mutual Life, Chicago, spoke 
on “Building Agency Morale.” Maur- 
ice Wahlstrom, Mutual Trust Life, 
spoke on “Shortcuts in Check Writing.” 
At the next meeting May 22 H. L. 
Wylie, Pure Oil Company, vice-presi- 
dent National Office Management Asso- 
ciation will speak on “Maintainine Co- 
operation in the Office Staff.” 





M. H. Abernathy of Cochran, Va., one 
of the premier producers for the W. T. 
Nolley agency in Richmond of the North- 
western Mutual Life, is a candidate for 
the legislature in Brunswick county. 
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COMPANIES 





Brotherhood Mutual Is Starting 


Brotherhood Mutual Life of Fort 
Wayne, Ind., which has received its ar- 
ticles of incorporation, has opened of- 
fices in the Central building, Fort 
Wayne. It is a companion company of 
Brotherhood Mutual, which issues fire 
insurance to members of the Mennonite 
Church exclusively. Dr. Homer Gettle 
is president of Brotherhood Mutual 
Life, Peter Rupp, vice-president; Albert 
Neuenschwander, manager; David 





PROVIDENT 


has advanced 
24 places in 
just four years 


in relative rank for life insurance in force 
among the leading 100 companies listed in 
The National Underwriter's published stand- 
ings of the total 285 Life Companies in 
North America. 


Life... Accident and Health . . . Group 


PROVIDENT 


Life and 


Insurance Company 


Chattanooga—Since 1887—Tennessee 










Accident 





Annual Renewable Term 


Experience has shown that the regular forms of life insurance 
are the most desirable for the average policyholder. However, 
there are some prospects who insist on buying Annual Renew- 
To serve them we have added the An- 
nual Renewable Term Policy to our sales kit. 


able Term Insurance. 


he; 


INSURANCE COMPANY 


Founded 1850 
120 West 57th Street 
New York City, N. Y. 











Hogg, general counsel; Dr. J. W. Bow- 
ers, chief medical examiner, and Wal- 
ter Green, consulting actuary. ‘The 21 
directors include several leading busi- 
ness men of northern Indiana and east- 
ern Ohio. 

Brotherhood Mutual Life will insure 
members of all churches, the only re- 
quirement being that the policyholders 
be church members in good standing. 
The management has as its objective 
writing $2,000,000 of insurance the first 
year. It will issue four standard poli- 
cies and will insure substandard risks. 
The Mennonites in recent years have 
been taking strongly to the benefits of 
life insurance. The officers are men of 
extensive experience. 


Rio Grande Buys Home Office 


The Rio Grande National Life has 
purchased the seven-story Linz building 
in Dallas and later in the year will move 
its home offices there. The deal in- 
volved $50,000 in cash and a nine-story 
office building in Harlingen, former 
home office of the company. 








San Antonio Company Expands 


The American Hospital & Life of San 
Antonio, Tex., is expanding its business 
and has recently opened branch offices 
in Dallas, with Ted T. Teel, manager; 
Fort Worth, Tex., Reginald Snyder, 
manager; Oklahoma City, Harry Ern- 
strum. manager, and is about to open a 
branch office in St. Louis, with Lee R. 
Aitchison, manager. 





Mutual Trust “President’s Month” 

The campaign of Mutual Trust Life 
agents in March, “president’s month,” 
honoring President E. A. Olson, re- 
sulted in substantial increase in paid 
volume. The agency which exceeded its 
quota by the largest percentage will be 
visited by President Olson and a lunch- 
eon meeting will be held. Others who 
exceeded or equaled their quotas in the 
month will be presented bronze plaques 
bearing a bas-relief likeness of Mr. Ol- 
son. 


NEWS BRIEFS 


R. B. Stewart, controller of Purdue 
University, West Lafayette, and E. M. 
Rice, Hanna, Ind., have been elected di- 
rectors of the Standard Life of Indiana. 

The National Union Labor Life As- 
sociation of Madison, Wis., an assess- 
ment benefit corporation, with member- 
ship limited to 500 and benefits to $306, 
has been incorporated by W. W. Wells, 
F. Evenstad and G. J. Mundon, all of 
Madison. It will specialize in insuring 
working men. 

Charles Johnson, former chief agency 
officer of the Ontario department, 
has joined the agency department of 
London Life. His duties will be in con- 
nection with relationships with the in- 
surance departments of the various 
provinces and for the betterment of field 
conditions. 





Conn. Bank League Seeks Funds 


The Connecticut Savings Bank Life 
Insurance League is soliciting member- 
ship at the rate of $100 for institutions, 
banks and corporations, $50 for sustain- 
ing membership, $10 for contributing 
membership and $2 for annual. In its 
soliciting material, the league states that 
a campaign will have to be financed to 
persuade the savings banks to open in- 
surance departments and to act as 
agents for issuing banks, if and when 
legislation is enacted to permit savings 
banks to have insurance departments. 
Inasmuch as the savings banks insur- 
ance bill provides that there may be no 
promotion expense, the league states 
that the acquisition cost will have to 
be privately financed. 


Fischer Heads Moody Club 


Fred E. Fischer, supervisor of the 
renewal department of the American 
National of Galveston, was elected 
president of the Moody Club at its an- 








nual meeting. 


NEW YORK 


“GARDEN OF SECURITY” FOR FAIR 


A landscaped “Garden of Security,” 
which is designed as a meeting place and 
as a forum for advocacy of security 
represents the Equitable Society at the 
New York World’s Fair. This ren- 
dezvous covers more than half an acre. 
It commands the approach to the Em. 
pire State bridge over World’s Fair 
Boulevard, leading from the Theme 
Center past the Electric Square to the 
amusement area. 

A shallow amphitheater surrounded 
by lawns, low juniper, cherry and yew 
trees forms two sides of a triangle the 
other side of which is taken up by a 
circular rostrum. Rising behind the 
rostrum is a  36-foot pedestal  sur- 
mounted by a large sculpture group 
“Protection,” a replica of the group ex- 
ecuted a half century ago by John 
Quincy Adams Ward, who also did the 
famous figure of Washington on the 
familiar sub-treasury steps on Wall 
Street, New York, and Shakespeare in 
Central Park, New York. 

About 500 persons may gather on 
the terraces to listen to musical enter- 
tainment from the rostrum or to pro- 
nouncements of nationally known fig- 
ures on the subject of security. 








BROOKLYN SUPERVISORS TO MEET 

The Brooklyn Life Supervisors Asso- 
ciation will hold its luncheon meeting 
April 25 at the Hotel Bossert instead 
of April 18 as previously announced. 
The meeting will be an open forum on 
the training of new agents. 





METROPOLITAN MEN COMMISSIONED 


Col. Louis Johnson, Assistant Secre- 
tary of War, commissioned 44 Metro- 
politan Life home office employes as 
second lieutenants in the Quartermaster 
Reserve Corps last week. This is the 
only class of army reserve officers ever 
to be recruited from a single business 
organization. Many high ranking army 
and reserve corps officers were in the 
audience which numbered 1,100. The 
ceremony took place in the Metropoli- 
tan’s auditorium. 

Maj.-Gen. H. A. Drum, commanding 
general of the second corps area and 
President L. A. Lincoln of the Metro- 
politan addressed the class. General 
Drum presented a saber and Sam 
Browne belt to A. D. Porter, top man 
in the class. 

Colonel Johnson outlined the work of 
the quartermaster corps and sketched 
some of the problems that its members 
must meet. 

Mr. Lincoln observed that the Metro- 
politan has not only figured prominently 
in the development of the country 
through its investments in the many 
public and private enterprises, but that 
furthermore the company has served the 
nation in three major wars, beginning 1 
1863 with the National Union Life and 
Limb Insurance Company, formed to 
insure men in the service. This com- 
pany was taken over by the Metropoli- 
tan when the latter was formed in 1863. 


Wholesale Dealers Big Buyers 


Seasonal increases in trade were re- 
flected in the Lincoln National Life's 
analysis of big buyers of life insurance 
for March. Wholesale dealers led. all 
other occupational groups in number of 
policies of $10,000 or more purchased 
last month. They also led in_ total 
amount of insurance thus bought. Re- 
tail dealers ranked second in number 
policies. Brokers, bank managers and 
real estate company officials were sec- 
ond in volume. } 

Ranked according to number of Dig 





policies purchased, the occupational 
groups were: Wholesale dealers; retail 
dealers; brokers, bank managers and 


real estate company officials; insurance 
agents; builders and building contrac- 
tors; commercial travelers; mechanical 
engineers; students; automobile and ac- 
cessory dealers: and theatre owners, 





managers and officials. 
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NEWS OF LIFE 


ASSOCIATIONS 





Henry White Named 


Tennessee President 


NASHVILLE—At its annual meet- 
ing, the Tennessee Life Underwriters 
Association elected Henry W. White, 
Ir, of Knoxville, president; Steve 
Turnbull, Memphis, and Terry Archer, 
Chattanooga, vice-presidents. President 
White will name a secretary-treasurer 
later. The 1940 meeting will be held in 
Knoxville. 

C. A. Craig, board chairman National 
Life & Accident, welcomed the visitors. 
Other speakers were Commissioner Mc- 
Cormack and W. L. Mousette, president 
of the association. Delegates were 
guests of the Life & Casualty at a 
luncheon. A report on the sales con- 
gress is given on the “Sales Ideas and 
Suggestions” page. 


Denson Again to Head 
Mississippi Association 

JACKSON, MISS.—Lee Denson, Jef- 
ferson Standard, Meridian and Jackson, 
was renominated for president of the 
Mississippi Life Underwriters Associa- 
tion at the meeting here. J. P. McNeil, 
Mutual Life, Jackson, was nominated 
for vice-president and J. S. Knight, 
Standard Life, Jackson, for secretary. 
Nominations are to be confirmed by mail 
vote of local associations. Presidents 
of local groups, elected in June, will be- 
come members of the state executive 
committee. 

Holgar J. Johnson, national president, 
pointed out that in the face of an upset 
world, America is demonstrating faith 
in the future by continuing to invest mil- 
lions of dollars in insurance to provide 
for needs years ahead. President Denson 
reported that Mississippi, which now has 
200 members of the National association, 
has a goal of 500 next year. Mrs. Ralph 
Hester of Jackson related her experience 
as an agent’s wife, telling how the wife 
can help her husband in the business. 
Nearly 250 attended. 


Push White for Texas President 


DALLAS—A statewide campaign for 
the election of R. F. White, Dallas man- 
ager Jefferson Standard Life, as presi- 
dent of the Texas Association of Life 
Underwriters, has been started by the 
Dallas Life Managers Club. Mr. White 
has been active in association affairs 
and is a past president of the Dallas 
life managers. He has served as vice- 
president of the Texas association. 
_sam R. Hay, Jr., president of the 
lexas association, who has become su- 
perintendent of agencies of the Protec- 
tere Life of Birmingham, Ala., has 
turned the duties of the office over to the 
several vice-presidents. R. B. Shields of 
Dallas will be in general charge while 
Fr. L. Hargis of Fort Worth will be in 
charge of the program for the state con- 
vention in San Angelo June 1-2. 


Thompson New Arkansas President 


Joe T. Thompson, manager Mutual 
Life of New York, was elected presi- 
cent of the Arkansas state association 
In connection with the sales congress 
held in Little Rock. C. W. Kinman of 
Jonesboro and Jack Clark of Texarkana 
were elected vice-presidents and Jewell 
— of Fort Smith was elected sec- 
retary, 


Missouri — Additional program details 
have been announced for the annual 
convention and sales congress at Excel- 
‘tor Springs May 5-6. The state meet- 
id Pe Friday will start off with a 
zn eakfast meeting of directors. James 
pi allahan, Metropolitan, St. Louis, 
— a then report to mem- 
Sinckad ong with committee chairman. 
wii ng officers will follow. There 
Me a talk at the luncheon, which 

under direction of Frank See, St. 
Louis, chairman of the general agents 





the St. Louis General Agents & Mana- 
gers Association will conduct a seminar 
on selecting agents; the Kansas City 
General Agents & Managers will conduct 
one on training agents, and the St. 
Joseph supervisors and district mana- 
gers, one on supervision of agents. 

Insurance Superintendent Lucas has 
been added to Saturday’s sales congress 
program. 

Salt Lake City—Paul Speicher, Re- 
search & Review, spoke at the April 
meeting. President Wagstaff announced 
the May meeting would be merged with 
the sales congress May 17, sponsored by 
the state association, with H. J. Johnson, 
president National association, and V. H. 
Jenkins, vice-president Occidental Life 
of California, as headliners. 

Chicago—The kick off for the National 
association’s Golden Jubilee celebration 
set for April 28, will be sounded at Chi- 
cago on the day before at the all-day 
sales congress. The Chicago association 
had its 50th anniversary celebration last 
December. Actually, the National asso- 
ciation will turn the 50th year mark on 
June 18. Chicago will sound the start- 
ing gun for that occasion also, when it 
holds its annual meeting on June 15, 
with Holgar Johnson, national president, 
as guest speaker. 

The April 27 sales congress will fea- 
ture six speakers. J. Hawley Wilson, 
Peoria, Ill., life member of the Million 
Dollar Round Table; Dr. Perry L. Rohrer, 
psychoanalyst; I. S. Kibrick, Brockton, 
Mass., Million Dollar Round Table mem- 
ber; Charles T. Davies, retired indus- 
trialist, who owns a million dollars worth 
of paid up life insurance; Malcolm Wil- 
liams, assistant superintendent of agen- 
cies Provident Mutual, and Irvin Ben- 
diner, Philadelphia, expert on federal and 
state estate and inheritance taxes. 

Los Angeles—At the forum meeting, 
Roy Schroder, Pacific Mutual Life, talked 
on “What You Put In, You Take Out,” 
and Morris Sichel, Massachusetts Mutual, 
on “Some Sales Helps and Ideas.” 

The southern California caravan held 
joint sessions at Santa Ana with the 
Orange County association and San Diego. 

Cleveland—A_ play, “Courthouse Dol- 
lars,” was presented by the Russell 
Thierbach agency of Northwestern Mu- 
tual. Members who have been in the 
business for 20 years or over were deco- 
rated with red carnations and introduced 
separately with their period of service. 
There are 53 in the 20-years-or-more 
class. 

The play, which was written and di- 
rected by Laflin Jones of the home office 
of Northwestern Mutual, was well re- 
ceived. It brought out the terrific ex- 
pense to which an estate is susceptible 
in going through probate and the free- 
dom from taxes and expense which life 
insurance enjoys. ; 

Peoria, Ill—Adam Rosenthal, Connec- 
ticut Mutual Life, St. Louis, explained 
proper arrangement of life insurance 
through settlement options. 

“It isn’t how much a man leaves but 
how he leaves it that counts,” he said. 
“It is possible, by using settlement op- 
tions, to stretch one’s insurance estate 
from 15 to 30 percent without additional 
cost.” 

Speakers at this week’s “sales school” 
were K. E. Williamson, Massachusetts 
Mutual, “How to Secure Favorable In- 
terviews”; C. R. Garrett, Northwestern 
Mutual, “Establishing and Fixing the 
Problem,” and F. J. Manning, Metropoli- 
tan Life, “Offering the Solution.” 

Dayton, O.—Ralph W. Hoyer, Colum- 
bus, O., general agent John Hancock Mu- 
tual Life, spoke on “Our Business Today 
and Tomorrow.” He discussed the de- 
velopment of savings bank insurance and 
what the life underwriter will have to 
face in the future. 

Toledo, 0.—F. C. Wigginton, Bankers 
Life, president Pittsburgh association, 
spoke on “Miracles.” 

Nebraska—Holgar J. Johnson, presi- 
dent National association, will talk at 
the annual meeting in Lincoln, May 13. 
Mr. Johnson will also confer with local 
officers about association problems. 

Baltimore—John F. Johns, eastern 
superintendent of agencies Reliance Life, 
spoke on “Life Insurance in Action.” 

Kansas— Over 500 are expected in 
Hutchinson this week for the annual 
sales congress and meeting of the state 
association. 

Northern New Jersey—In his last talk 
on “Current Sales Problems,” Irvin Ben- 
diner, Philadelphia, discussed the life 
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| managers section. In the afternoon | underwriter, his temperament, his point 


A Man With A Plan 


MAKES CONSISTENT PROGRESS 


—= Ringing the Gong— 


The Bankers Life of Nebraska man is 
going farther — faster — toward his 
goal in 1939. Gains in January and 
February put him in the swing to "ring 
the gong" with a real gain for the first 
quarter. 


BANKERS LIFE 
wsuranss o/ TIEBRASKA 
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of view, his opinions, his mental attitude 
toward his prospect, and the institution 
of life insurance in the light of present 
day conditions. 

Laconia, N. H.—J. A. Lanigan, Mutual 


Life of New York, Manchester, N. H., 
spoke on “The Job of the Life Under- 
writer.” 


director of 
Life, 


Boston —Grant L. Hill, 
agencies Northwestern Mutual 
spoke on “Your Inventory.” 





Mother's Day Folder Prepared 


A two- color mailing piece, geared to 
the company’s national advertising, will 
be used by agents of Lincoln National 
Life during the weeks immediately 
before and after Mother’s Day. Entitled 
“For Father on Mother’s Day,” the 
folder has the outward appearance of a 
gift package. Opening of the fold dis- 
closes the famous “Boy Lincoln and his 
Mother” portrait, a personalized letter 
from the agent to the father, explana- 
tory material pertaining to the salary 
continuance plan, and a reprint of the 
company’s advertisement which will ap- 
pear in the May 13 issue of “Saturday 
Evening Post.” The “Boy Lincoln and 
His Mother” portrait was created for 
Lincoln National in 1934. 





Mississippi Institute Speakers 

Dr. Roscoe Arant, associate professor 
of economics, in charge of arrangements 
for the Life Insurance Institute at the 
University of Mississippi May 4, an- 
nounces speakers will include L. E. 
Throgmorton, associate general agent 
Aetna Life, Shreveport, La., on “Organ- 
ized Sales Talk Plus Common Sense;” 
H. M. Faser, associate Mississippi gen- 
eral agent Penn Mutual Life; Maj. W. 
Calvin Wells, vice-president Lamar Life, 
and Donald Lake, Memphis, group su- 
pervisor Equitable Society. Invitations 


have been mailed to 350 life men in Mis- 
sissippi, 
Arkansas. 


west Tennessee and eastern 
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Western & Southern 
Progresses Toward 
Ordinary Goal 


Fine progress toward the company’s 
goal of two-thirds ordinary and one- 
third industrial was reported by Presi- 
dent C. F. Williams of the Western & 
Southern Life at the annual convention 
in Cincinnati attended by 400 managers, 
superintendents and leading agents. Mr. 
Williams said that ordinary production 
had accelerated since last June and par- 
ticularly good results were obtained in 
the first quarter of this year. As the 
roll was about to be called, Mr. Wil- 
liams suddenly became ill and was un- 
able to continue, his eldest son, C. M. 
Williams, executive vice- president, pre- 
siding for the balance of the meeting. 
On the advice of his physician, Mr. Wil- 
liams is taking several days’ rest. 

Divisional meetings were heid under 
the supervision of S. H. Smith, A. O. 
Payton, J. D. Cassidy, W. O. Burns, 
and C. F. Brawley, superintendents of 
agencies, and W. J. Williams, acting 
superintendent. Talks on ordinary were 
given by W. D. Kouns, superintendent, 
Steubenville; W. L. Schweinzger, agent, 
South Bend; I. E. Capeheart, superin- 
tendent, Ft. Wayne; C. B. Bruce, agent, 
Maysville, and K. VonWihl, superin- 
tendent, Lima. 

Other representatives from the home 
office included Vice-Presidents C. P. 
Johnson, J. F. Ruehlmann, C. C. Stay- 
man, and W. C. Safford; R. C. Massa, 
secretary; R. J. Learson, actuary; Judge 
W. H. Lueders and J. A. Beha, direc- 
tors, and J. R. Williams, financial de- 
partment. Lauren Schram, field secre- 
tary, assisted by W. J. Williams, was in 
charge of the ordinarv session. John A. 
Lloyd, Ohio superintendent of insur- 
ance, was a banquet guest, with the fol- 
lowing members of the department staff: 
J. R. Crabbe, deputy superintendent; 
Raymond Rhoads, assistant to the su- 
perintendent, and W. A. Robinson, ac- 
tuary. 


Home Beneficial Is 
Making Progress 


RICHMOND, VA.—Home Beneficial 
of this city ranks among the very fore- 
most companies so far as industrial in- 
surance in force and new business is con- 
cerned in its home city and home state. 
Life of Virginia and Metropolitan are 
the other two ranking companies. 

Home Beneficial operates in Virginia, 
Tennessee, Maryland and District of 
Columbia. This year it is celebrating its 
40th anniversary. The five original 
stockholders who promoted the company 
were Metropolitan Life men. They built 
up substantial Negro debits when Metro- 
politan decided not to write any more 
colored risks which left these men in 
an embarrassing state. They immedi- 
ately set about to establish their own 
company. 

President M. D. Nunnally is one of 
the original five, who provided the real 
organizing and administrative ability. He 
has believed in honest and practical 
service to policyholders and _ beneficiar- 
ies. In industrial insurance, the payment 
of claims without delay, he declares, 
constitutes a most desired service. Presi- 
dent Nunnally has a son, M. D. Jr., a 
graduate of the University of Richmond, 
who is one of the live wires of the offi- 
cial personnel, he being the second 
ranking vice-president and is in charge 
of ordinary. Another father and son in 
the ranks are Secretary W. E. Wiltshire 
and Assistant Secretary W. E. Wiltshire 
Jr., a graduate of Washington & Lee. 
Vice-president A. J. Watkins heads the 
agency department. 

Home Beneficial was No. 100 in in- 
surance in force Jan. 1, 1938, and moved 
up three notches Jan. 1, 1939, being 97. 





It has $96,109,300 in force, an increase 
of $9,847,164 during 1938. It made a 
remarkable recovery after the first de- 
pression when its debits shrank. It made 
a fine gain in industrial last year and 
thus far in 1939 its progess is gratifying. 
Its assets now are $9,000,000. It has 
$200,000 capital and $1,830,156 net sur- 
plus. 





Turns More Toward Whites 


Union Life of Richmond, Va., which 
a few years ago had 90 percent of its 
insurance on colored lives, now has 60 
percent. Jt is veering more toward 
white people since E. H. Mears became 
vice-president. He was formerly in 
charge of a Richmond district for 
Metropolitan and then was field man- 
ager. Union Life operates only in Vir- 
ginia and writes only industrial. It 
sells health and accident insurance on 
the weekly or monthly payment plan 
through industrial agents. Its largest 
business is in the tidewater section. 

Mrs. John N. Lawler is president of 
Union Life, her late husband owning 
control. 





Knox Oklahoma Superintendent 


A. B. Knox, formerly of Roswell, 
N. M., has been appointed Oklahoma in- 
dustrial superintendent of the Santa Fe 
National Life, with headquarters in 
Oklahoma City. 





Wisconsin Bargaining Order 


MADISON, WIS.—The Wisconsin 
state labor relations board has issued 
an order requiring the Metropolitan 
Life to enter into collective bargaining 
with its industrial agents in Milwaukee, 
Racine and Kenosha who are members 
of the locals of the International Union 
of Life Insurance Agents. The order 
is similar to the decision in favor of 
the union against the Prudential sev- 
eral months ago, and undoubtedly will 
also be appealed. The union is an in- 
dependent organization without either 
AFL or CIO affiliation. 





Follows Father's Footsteps 


Edward C. Tracy, manager Metropoli- 
tan Life, Bangor, Me., had an unusual 
pleasure last week while returning from 
a Florida visit. He stopped off in Provi- 
dence to visit his son, Don Tracy, who 
has just been made manager of the 
Providence district of Metropolitan 
where Mr. Tracy, Sr., started work for 
the company 36 years ago. 


Better Outlook in the South 


Southern companies writing industrial 
insurance in the south find business on 
the upgrade so far this year. There is 
a more optimistic feeling among the 





agents. These companies have not been 
affected by the C.I.O. agitation for 
unionization. 








AGENCY NEWS 


To Receive President's Trophy 


Members of the John A. Ramsay 
agency of the Connecticut Mutual Life 
in Newark and their wives will attend 
a dinner when the “President’s Trophy,” 
for the best organization and develop- 
ment of an agency in 1938, will be pre- 
sented by President James Lee Loomis. 
V. B. Coffin, vice-president, also will 
speak. 








Welcome Gordon to Memphis 


Lloyd J. Gordon, newly appointed 
general agent of the Aetna Life in 
Memphis, was guest of honor at a 
luncheon given by S. T. Whatley, 
agency vice-president. Guests included 
the general agents and managers for 





various companies in Memphis and 





Aetna agents from western Tennessee 
and Mississippi. J. J. Morrison of Mor. 
rison & Wallace, general agents Aetna 
Casualty, Memphis, and Gordon H, 
Campbell, general agent in Arkansas 
and Louisiana, spoke. Boling Sibley, 
general agent Penn Mutual, welcome) 
Mr. Gordon on behalf of the Memphis 
life insurance men. 





Observe Agency’s 76th Year 


Seventy business and_ professional 
leaders of Fall River, Mass., attended a 
dinner given by Merle G. Summers, 
general agent in Boston to honor E. X. 
Slade, head of John P. Slade & Son, dis- 
trict agents New England Mutua! Life 
in recognition of the 76th anniversary oj 
Mr. Slade’s firm as district agents. 

Vice-president George L. Hunt pre. 
sented New England Mutual’s distin- 
guished service medal to Mr. Slade. The 
appointment of John P. Slade in 1863 
established the company’s first district 
agency. He said that probably this js 
the oldest continuous district agency 
representation of any life company in 
America. 

The founder’s son, L. M. Slade, was 
taken into the firm in 1879, and E. \ 
Slade, a grandson in 1896. 





Charleston Territory Doubled 


When Howard H. Cammack becomes 
general agent for John MHancock at 
Charleston, W. Va., on May 1, he will 
take over a territory twice the size for- 
merly covered by the Charleston office. 
His record as general agent at St. Louis 
for seven years indicates that he is well 
equipped for the task of developing the 
Charleston territory, which for the past 
10 years has ranked among the first 15 
agencies. St. Louis showed the largest 
production in its history in 1938 under 
Mr. Cammack’s direction, and its pro- 
duction for the first four months of this 
year increased 37 percent over that of 
last year. 





COMMONWEALTH LIFE 


OFFERS A POLICY FOR 
EVERY LIFE Cosndtingency 


POLICIES “ARE ISSUED 
FROM BIRTH TO THE 
AGE OF SEVENTY :: 


Our unique Optional 
Life and Endowment 
Policy is so very flex- 
ible that it actually 
provides a complete 
life insurance pro- 
gram. 


®Commonwealth Life's 
plan of Cordial Co-op- 
eration is enabling sales- 
men to build bigger in- 
comes more quickly. For 
full information write to 


WALTER S. SCHNEITER 
Secretary of Agencies 
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___ LEGAL RESERVE FRATERNALS 


Elaborate Program 
for Day at Fair 


Plans for a “Fraternal Day” celebra- 
tion June 3 at the San Francisco expo- 
sition are taking form in committees of 
the California State Fraternal Congress. 
An elaborate program is planned, in- 
cluding a parade of 40 uniformed girls’ 
teams, with drum and bugle corps and 
bands, a flag ceremonial and many other 
features. 

Mayor Rossi of San Francisco will 
be introduced by J. P. Murphy, vice- 
chief ranger Independent Order of For- 
esters, and will welcome fraternalists. 
A juvenile demonstration will follow. 

C. L. Biggs, recorder Maccabees and 
president National Fraternal Congress; 
Peter F. Gilroy, head of the Woodmen 
of the World, Denver, and past presi- 
dent N. F. C.; Frank E. Hand, chief 
ranger Independent Order of Foresters, 
and other society presidents will be in- 
troduced. 

A dramatic tableau depicting the fra- 
ternal system in five episodes with cos- 
tumes and scenic effects will be pre- 
sented. There will be symbolic figures 
depicting the spirits of “Fraternity,” 
“Friendship” and “Protection.” This 
tableau was prepared to convey to non- 
fraternalists a broad idea of the prac- 
tical work the orders are doing. 

Following there will be drill team ex- 
hibitions, each of 10 minutes’ duration, 
with a commemorative trophy to be 
awarded by the California congress. A 
grand ball in the auditorium of the Hall 
of the Western States will climax the 
day. 

The day will be free to all fraternal- 
ists and their friends with the exception 
of the 50 cent admission to the exposi- 
tion grounds. 

Directors of the Woodmen of the 
World, Denver, will take part in the 
celebration in addition to Mr. Gilroy, 
and it is anticipated high officials, field 
representatives and thousands of mem- 
bers of other societies will journey from 
all parts of the country to attend. 





Cannon's 75th Year Celebrated 


T. H. Cannon, head of the Catholic 

Order of Foresters, Chicago, was hon- 
ored at a huge birthday dinner on his 
75th anniversary. Attendance was some 
2,000 fraternalists. 
_In a “Diamond Jubilee’ campaign of 
four months the field force produced 
$3,250,000 in Mr. Cannon’s honor. Nine 
field representatives outside of Chicago 
produced $248,000 in 45 days. A com- 
mittee from Minnesota presented to Mr. 
— an emblem signifying their loy- 
alty. 

At the same time dinners were held in 
129 other cities. Through a telephone 
hookup, the Chicago ceremonies were 
broadcast to 35,000 C. O. O. F. mem- 
bers attending these dinners. Mr. Can- 
non spoke and T. R. Heaney, vice-chief 
ranger, was toastmaster. Father Ep- 
stein of St. Henry’s parish, Chicago, 
spoke for the clergy. The main dinner 
in Chicago was sponsored by the IIli- 
nois state court, of which Michael Don- 
ohue is chief ranger. 





N. F. C. Committee in Chicago 


_ The educational committee of the Na- 
tional Fraternal Congress, headed by 
A. O. Benz, president Aid Association 
for Lutherans, Appleton, Wis., as chair- 
man, met in Chicago this week to com- 
plete plans for distributing the book on 
'raternal life insurance fundamentals 
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which recently was published. The 
other members of the committee present 
were Farrar Newberry, Woodmen of 
the World, Omaha, and C. L. Biggs, 
recorder Maccabees and president N. F. 
C. Foster F. Farrell, executive secre- 
tary-manager N. F. C., sat in the ses- 
sion. 

Ways of distributing text books on 
fraternal insurance to state universities, 
colleges and public libraries were dis- 
cussed at a meeting of the executive 
committee of the Illinois Fraternal Con- 
gress. The national committee at- 
tended, taking part in the discussion. 
The matter was left open for further 
consideration. Presiding at the meeting 
was John Heaney, president Illinois 
Fraternal Congress. 





Plan Fraternal Day May 12 


PEORIA, ILL.—Leaders of the Pe- 
oria chapter of the Illinois Fraternal 
Congress met here to plan a fraternal 
day, May 12. Thomas Haege, Bloom- 
ington, state manager Modern Wood- 
men, is in charge. 





Fraternals’ Results in Nebraska 


Foreign fraternals wrote in Nebraska 
last year $10,621,624 and had insurance 
in force in the state at the end of the 
year $100,132,552. Domestic fraternals 
had business of $1,768,103 and insurance 
in force $15,561,222. 





Iowa Revision Bill Progresses 


The house of the Iowa legislature 
completed action on S. F. 334 revising 
the fraternal insurance law. It increases 
classification of beneficiaries, permits is- 
suing certificates up to $2,000 without 
medical examination and _ segregates 
funds on juvenile policies. It also per- 
mits issuance of endowment and annuity 
policies and lower age limits to not less 
than 15. 





Sales Congress at Ottumwa, Ia. 


A sales congress for southeastern 
Iowa was held at Ottumwa under the 
auspices of the Iowa State Association 
of Life Underwriters, with 70 in attend- 
ance. 

A skit, “The Executor Close,’ was 
presented by Martin L. Seltzer, Des 
Moines, general agent Aetna Life for 
Iowa; Mrs. Seltzer and Don Davidsoii, 
supervisor in the Seltzer agency. Three 
sales presentations were given: “Retire- 
ment Income at 65,” by W. K. Niemann, 
manager home office agency Bankers 
Life, Des Moines; “Sweet and Low 
Pressure” and “A Guaranteed Educa- 
tion,” by Grady V. Fort, general agent 
Equitable of Iowa, Des Moines; “Mort- 
gage Protection,’ by James E. Ruther- 
ford, general agent Penn Mutual, Des 
Moines, and president of the state asso- 
ciation. 

Frank Markley, Ottumwa _ general 
agent Northwestern National and prei- 
dent of the Ottumwa asociation, pre- 
sided at luncheon. Mr. Rutherford pre- 
sided during the sales congress. 





Probe California Chapter 9 Outfits 


California department is investigating 
complaints filed by the Better Business 
Bureau of Los Angeles against the Na- 
tional Guaranty Life and the State Mu- 
tual Life of Los Angeles and the Al- 
liance Mutual Life of Santa Ana, all so- 
called Chapter 9 companies operating on 
a stipulated premium basis with the 
right to make assessments. 

Misrepresentations to policyholders 
relative to their policies are charged and 
also that in rewriting policies when the 
companies changed from straight assess- 
ment companies to stipulated premium 
companies, the policyholders suffered 
losses due to the misrepresentations. 

C. W. Harrison is president of the Na- 
tional Guaranty Life and vice-president 
of the State Mutual, while his son heads 
the Alliance Life. There have been one 





or two consolidations and mergers in the } 


Los Angeles companies, and it was 
these, along with the change of status, 
that resulted in the rewriting. 





Regional Meeting in Omaha 


The American Mutual Life held a re- 
gional sales conference in Omaha. J. J. 
Moriarty, vice-president, and Harry Mc- 
Conachie, assistant superintendent of 
agencies, were present. H. L. Fuller, 
Omaha general agent, was the com- 
pany’s second larges producers in March. 





Alliance Agency Is Appointed 

The Alliance Assurance Agency of 
Chicago has opened a life department, 
being appointed general agent by the 
Globe Life. This is a general insurance 
agency that has been in operation for a 
number of years. 





Franklin Life Ohio Meeting 


Several home office men spoke at 
the annual sales meeting of the Franklin 
Life Ohio agency under J. W. Wilson in 
Cleveland. They were Vice-president 
A. O. Merriam on “Opportunities and 
Responsibilities”; Agency Director 
James Abels, “The Well-Planned Pro- 
gram;” Agency Supervisor Floyd Short, 
“Agency Morale,” and Assistant Treas- 
urer Harry Reich. Former Congress- 
man H. D. Mosier, who served on the 
Dies committee, talked on “Un-American 
Activities.” Other speakers were I. D. 
Wallington, Ohio manager Illinois 
Bankers Life; Walter Kennedy, Can- 
ton, O., W. N. Williams, Gene St. Ma- 
rie and Mr. Wilson. 





Miss Rockwell on Ohio Card 


Miss Helen Rockwell, National Life 
of Vermont, Cleveland, will address 
women underwriters at a meeting to be 
held in connection with the annual con- 
vention of the Ohio Association of Life 
Underwriters in Columbus May 5-6. 
Plans for the women’s meeting are being 
made by Miss Mary Crowe and Miss 
Edna Richmond. 





Life of Virginia Managerial Shifts 

Charles E. Wise, heretofore manager 
at Shreveport, La., has been transferred 
by Life of Virginia, to Evansville, Ind., 
as manager. J. A. McQuillin, formerly 
traveling inspector, becomes the new 
manager at Shreveport. L. M. Wilkins 
of Norfolk, Va., is appointed assistant 
manager succeeding G. A. Lee. H. L. 
Lundy of High Point, N. C., is appointed 
assistant manager in charge of five of 
the six debits located there. 





Competition for FHA Loans 


Life companies are finding stiffer 
competition for FHA loans. Almost all 
such come through loaning agencies 
and for the most part a premium is de- 
manded. The companies have not to 
any extent dealt directly with those get- 
ting the loan. That would be more ex- 
pensive. More and more companies 
have been turning to FHA loans. 





Nebraska Record in 1938 Analyzed 


Legal reserve life companies had writ- 
ten business in Nebraska last year of 
$106,454,886. This was divided: Ne- 
braska stock companies $14,399,073; 
foreign stock $32,355,913; Nebraska mu- 
tual $7,004,016; foreign mutual $52,695,- 
884. 

Insurance in force in the state as of 
Dec. 31, 1938, was $898,697,879, divided 
Nebraska stock $122,217,783; foreign 
stock $231,869,807; Nebraska mutual 
$47,826,173; foreign mutual $496,784,116. 





Ray P. Cox, vice-president and 
agency manager  California-Western 
States Life, is in Texas in furtherance 
of a program for expanding activities in 
that state. 





Company reports, policy facts, rates 


and values all covered completely in the 
1939 Unique Manual-Digest, $5. National 
Underwriter. 
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Five Modern Legal 
Reserve Contracts 


@ Ordinary Life 

@Twenty Payment Life 

© Endowment at Seventy 
@Twenty Year Endowment 
@ Family Income 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for almost fifty years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 


Write for particulars to 


PETER F. GILROY, President 
1447 TREMONT PLACE 
DENVER, COLORADO 
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AGENCY MANAGEMENT 





Management Should Plan 
Agency Meetings Caretully 


B. H. Groves, manager Travelers, 
Chicago, told the Chicago Life Super- 
visors Club that most agency meetings 
are failures because they are so poorly 
presented. 

“They are considered routine affairs,” 
he said. “The topics for discussion are 
not thoughtfully selected and are often 
presented in a slip shod manner. The 
result is not only damage to the pres- 
tige of those conducting the meeting 
but also of the company. 

“Agency meetings have a three-fold 
purpose—to inform, to educate, and to 
inspire. If this job is to be done they 
must be well planned, subjects must be 
selected carefully, presentation must be 
varied and time control must be exer- 
cised.” 


Build Up Topic File 


Those’ responsible for conducting 
agency meetings should build up a file 
of discussion topics. They should read 
insurance publications with a view to fil- 
ing pertinent material for future use. 

Mr. Groves recommended tentative 
planning of a year’s meetings in ad- 
vance. In the selection of subjects, 
topics which are of interest to a ma- 
jority of the agents should be chosen. 
A good method is to ask others, both 
management and agents, as to what 
should be discussed. Topics covering 
agents weaknesses are always worth- 
while. 

Mr. Groves suggested that companies 
should exchange speakers more fre- 
quently. It is a relief, he said, to get 
the viewpoint of those with competing 
companies. In addition, it is good to 
bring in successful men to speak who 
are not necessarily allied with insur- 
ance. Large policyholders should be in- 
vited to talk occasionally. 

Demonstrations should be used as a 
means of enlivening the meetings. Pro- 
grams which properly combine the eye, 
the ear, the hand and. the tongue should 
be presented. This includes using 
blackboard and charts, taking of notes 
by the agent and active participation 
by those who are in attendance. 


Should Be 45 Minutes Long 


Mr. Groves recommended that agency 
meetings be not longer than 45 min- 
utes. Of this time approximately 10 
minutes should be devoted to announce- 
ments, 25 to information and instruc- 
tion and 10 to the close. The latter 
should be devoted to developing one 
idea with the purpose of inspiring the 
agent. 

Meetings should be held every one or 
two weeks, except when “drives” are 
being conducted. Then a_ meeting 
should be held every day. In referring 
to presentations and program planning. 


“l’m at hotel 
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office” LZ 


Over 50% of all rooms 
$3.50 or less, single; 
$5.00 or less, double 











Mr. Groves further suggested that the 
management handle two meetings a 
month, the agents one and that an out- 
side speaker appear at the fourth. 


Managers Unit in Greensboro 


A general agents and managers sec- 
tion has been created within the Life 
Underwriters — of Greensboro, 
N. C. Alvin Haley, Massachusetts 
Mutual Life, ccm chairman of the 
section. 


Boston Supervisors Elect 


W. L. Wadsworth of the Merle G. 
| Summers agency New England Mutual 
| Life, has been elected president of the 
3oston Life Supervisors Club. Kenneth 
Amidon, Prudential, is vice-president 
and Boyd Cook, Aetna Life, secretary. 
W. H. Boireau, general agent Berkshire 
Life, spoke. 


Johnson in Kansas City 


Holgar J. Johnson, president National 
Association of Life Underwriters, spoke 
to the General Agents & Managers As- 
sociation of Kansas City on “What Does 
Management Require?” 


Cashiers May Admit Women 


At a meeting of the Life Agency 
Cashiers Association of San Francisco, 
principal topic for discussion was: 
“Shall we permit the women to join?” 
An amendment to the constitution, pro- 
posing to strike out the word “male,” 
probably will be adopted. Thomas 
Hoag, Penn Mutual, past president, led 
a discussion on office expenses. 


RECORDS 


Business Men’s Assurance—Reports 
9 percent increase in business for March, 
the third consecutive month in which 
it has recorded a gain. The California 
branch led all offices in total production, 
establishing a new all-time record for 
March, as did the Indiana and Tennes- 
see branches. 

Occidental Life—New paid-for busi- 
ness the first quarter was $21,367,942, 
including $18,999,865 ordinary life and 
$2,368,077 of group. This was nearly 
$2,500,000 ahead of the best previous 
three months in its history. 

Sun Life, Canada—Everyone of the 41 
branches in the continental United 
States reported large increases in ordi- 
nary business for the week ending April 
6, as compared with the corresponding 
week dast year. Each of the branches 
turned in a substantial increase in the 
number of applications received. Sales 
in the United States so far this year are 
36 percent in excess of 1938. 

Bankers Life, Neb—As a result of 
the adoption of the “quota busting” 
plan the first of the year, production 
for the first quarter shows 34 percent 
increase. 

Security Mutual, Neb., reports 13 per- 
cent gain in March production, with 10 
percent for the first quarter. 

Robert C. Rodruck, Ohio National Life, 
Seattle—25 percent increase in paid busi- 
ness for the first three months. New 
written and examined business showed 
over 50 percent increase. 

Ray Martin, Home Life, St. Louis— 
Ahead 33 percent in the first quarter in 
paid volume and 37 percent ahead in 
cash paid premiums. 











A. S. Robertson has been appointed 
group supervisor by the Mutual Life of 
Canada, with headquarters in Toronto. 











Prudential Wouldn't 
Swap Real Estate 


(CONTINUED FROM PAGE 1) 
ord—and which appeals particularly to 
me—is your conservation and production 
of the good will of the public.” He said 
that working against greater obstacles 
than at any previous time, the superin- 
tendents and managers had maintained 
and improved the morale of the organ- 
ization. Reiterating this point, he said 
that “while this record cannot be meas- 
sured in statistics, it means even more 
than the great record you have made in 
conservation and production.” 

Observing that the company’s assets 
are “evidence of the public good will 
that we have built up in this country 
and Canada,” Mr. D’Olier expressed the 
hope that his hearers would continue to 
watch every detail having a bearing on 
public good will, taking upon themselves 
the duty of maintaining and establish- 
ing even better public. relations than 
now exist. 

As to criticisms of the cost of life in- 
surance, particularly industrial insurance, 
Mr. D’Olier said the answer is to estab- 
lish good will and convince the public 
that “the service we are rendering them 
is worth what it costs.” He warned of 
the vast amount of damage that results 
when a policyholder becomes disgrun- 
tled by treatment he gets from an agent, 
a district office or the home office. 


Invites Criticisms From Field 


Taking a broadminded view on criti- 
cism, Mr. D’Olier said that the company 
must be sure that the policies it pur- 
sues are sound. He said it might be 
thought that such matters could be left 
to the higher executives, but that he 
and the others lacked the intimate every- 
day contacts with the public to enable 
them to arrive at correct conclusions 
without the help of the managers and 
superintendents. He urged them not to 
hesitate to offer criticisms, pointing out 
that procedures which might have been 
right five years ago might now be im- 
proved in the light of changed condi- 
tions. 

The home office, he said, is in the 
same position as a successful automobile 
manufacturer. He remarked that he had 
recently bought a new car and liked it 
fine but that “you ought to see the let- 


ter I wrote the dealer about the way 

the wind blows through the doors.” 
Criticisms arising from the users, he 

said, are one of the reasons why the 


buyer today gets so much for his money 
in an automobile. 


Employes Should Be Boosters 


Not only should the general public’s 
good will be maintained and improved, 
but “we must be sure that our 40,000 
employes are cheering for the company,” 
Mr. D’Olier said, pointing out that a 
company employe can be either a means 
of helping public relations or hindering 
them. Mr. D’Olier also stressed the 
fact that service to policyholders must 
be given in such a way that the insured 
are satisfied that what they are getting 
from the Prudential is worth what it 
costs. 

At the conclusion of the opening ses- 
sion, Mr. D’Olier read the names of 
those who had died since the last con- 
vention—a list which included three high 
executives—Alfred Hurrell, vice-presi- 
dent and general counsel; J. F. Little, 
vice-president and actuary, and E. D. 
Duffield, president. 

With soldierly simplicity, yet with 
deep feeling, Colonel D’Olier talked 
briefly on Mr. Duffield and his greatness 
as an executive, concluding by saying, 
“that this convention may be the suc- 
cess he would want it to be, we will 
carry on with a smile.” 

Other executives who addressed the 


general session were R. Bradley, 
vice-president; Valentine Howell, vice- 
president and actuary; G. H. Chace, 


vice-president in charge of ordinary 
agencies: C. B. Bradley. general coun- 
sel; H. B. Sutohen, vice-president in 
charge of agencies. 

Monday afternoon the managers and 











superintendents visited the home offic 
officials. Tuesday and Wednesday ther, 
were group meetings of the industria 
superintendents in Newark and Ne, 
York while the ordinary managers me 
at Newark. 

The convention ended with the anny 
banquet Wednesday night. Hendo, 
Chubb, senior partner of Chubb & So; 
anda Prudential trustee, was the speake 
of the evening. President D’Olier wa 
toastmaster. 

Mr. Chubb dealt with the role of th: 
director in the company’s managemen; 
He reiterated the statement he ma 
before the monopoly committee in Fe). 
ruary, that in his 15 years on the boar; 
he had not once seen a case where ; 
director, in any situation, had _ bee, 
swayed to the slightest degree by his 
personal interest from doing his {y| 
duty to Prudential, but there have been 
innumerable cases where the special 
knowledge of a director gained in othe; 
fields of business has been of the great. 
est advantage to the company. 





Metropolitan Will Bargain 


NEW YORK—Metropolitan Life has 
posted a notice in its district offices 
quoting its reply to the C.I.O. indus. 
trial agents union, in which it expresses 
its intention to comply with the recently 
affirmed court order that it must deal 
with the union as_ bargaining repre. 
sentative of Metropolitan agents in 
greater New York and the adjoining 
counties of Nassau, Suffolk and West. 
chester. The original order issued last 
summer, was upheld April 12 by the 
state’s highest court. 


LEGISLATION 


Ohio Bills Advanced 


The Ohio senate passes bill permitting 











group life insurance for employes of 
political subdivisions. A_ bill passed 
unanimously by the senate defines the 


two year limitation within which life in- 
surance contracts may be_ contested. 
Bills awaiting signature of the governor 
regulate the investments of domestic 
life insurance companies and_ permit 
mergers. 


Lift Ban in Nebraska Probe 


LINCOLN, NEB. — The legislative 
investigating committee has removed 
the prohibition against the insurance de- 
partment passing upon any applications 
before it and Governor Cochran has in- 
structed Director Smrha to consider 
several applications which are pending. 

The legislature turned down a pro- 
posal to consolidate the insurance and 
the banking departments, with the su- 
perintendent of banking as head of both 
bureaus. Instead it voted to remove 
only the securities department from the 
insurance bureau and place it under the 
banking department head. 


Would Exclude Life Insurance 


HARRISBURG, PA.—A bill exclud- 
ing proceeds of life insurance policies 
from Pennsylvania’s personal property 
tax has been introduced in the house 
and referred to the ways and means 
committee. 


Iowa—Action completed on a bill re- 
moving the state securities department 
from the secretary of state to the insur- 
ance department. 

House approved House 251 providing 
beneficiary of life insurance _ policies 
must pay for administration costs and 
last illness and funeral expenses. 

Maryland—The following bills have 
been passed and await action by the gov- 
nor. House bill 92 provides that com- 
panies, after being licensed, shall 
maintain certain minimum standards of 
solvency. 

House bill 347 defines a life company 
and adding a new section defining 4 
health and accident insurance company. 

Senate bill 236 restores the state ac- 
tuaries salary. 
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Life Men Have Real Job 





in Relieving Poverty 


NASHVILLE — Life insurance pro- 
vides a means of relieving the heavy 
burden now resting on city, state, and 
federal governments to care for indigent 
aged people, declared Commissioner 
McCormack of Tennessee in a talk be- 
fore the sales congress of the Tennessee 
Association of Life Underwriters. 

A total of $10,979,467 was spent in 
Tennessee in 1938 for the care of aged 
through charitable institutions, pensions 
and retirements, social security, unem- 
ployment benefit funds, and emergency 
relief funds, said Mr. McCormack. In 
addition millions were spent by the cit- 
ies, counties of the state, community 
funds etc., to relieve poverty. “Nearly 
all of this cost of poverty could be lifted 
off the overloaded back of the taxpayer 
if every citizen of the state would pro- 
tect his family with adequate life insur- 
ance. Life insurance would balance off 
the cost of death! Endowment or annui- 
ties would balance off the loss of earn- 
ing power that comes with old age. 


Agents Should Attack Problem 


“Life agents should coordinate their 
efforts and attack this problem. Every 
insurance contract sold protects the eco- 
nomic happiness of the home and every 
insurance contract lapsed or not sold 
invites economic and human tragedy. 

“For the ordinary man or woman 
whose savings are represented by the 
ownership of a house, an automobile, 
and a life insurance policy, the fluctua- 
tion in the purchasing power of the dol- 
lar, although serious, is not a matter of 
vital concern. In some periods it is ex- 
ceedingly profitable to save dollars, and 
at a later period it is profitable to spend 
these dollars. Aside from its purchasing 
power, the dollar also varies widely in 
value according to the status of the 
owner, 

“It has been said that $1 to a wife is 
worth $1, to a widow with minor chil- 
dren it is worth $8 and to an old couple 
it is worth $5. To the woman with 
young children, whose husband has died 
suddenly, even inflated dollars will rep- 
resent the difference between self re- 
spect and humiliation and despair.” 


Leaders Work Plan 


Grant Hill, director of agencies North- 
western Mutual Life, speaking on “Your 
Inventory, or ‘You, Incorporated’,” said 
leading producers have a plan which 
they work day after day. These success- 
ful plans call for an “even flow of pros- 
pects.” “An agent must remember,” de- 
clared Mr. Hill “that, while you are paid 
by the case, your family must live and 
eat by the year, calling for a sustained 
or continuous income.” He told of one 
agent who invited him to sit in his 
$10,000 office chair.” The chair proved 
to be ordinary in appearance, but its 
Owner said he considered it worth 
$10,000 because it had cost him about 
$2,000 a year for five years. Citing two 
of his Milwaukee agents who had set 
their quota at $25,000 a month for 100 
months and had made it, Mr. Hill in- 
sisted that big production is “paid for, 
not prayed for.” 

Max Fisher, assistant secretary Met- 
ropolitan Life, discussed “Life Under- 
writer, 1939 Model.” He suggested 
streamlining” of the life agent’s sales 
talk, including the approach, and the 
personality of the agent himself. 

_5. Russell Mickle, Connecticut Mutual, 
Charlotte, N. C., who spoke on “Pros- 
pecting,” likened insurance agents seek- 
ing sales to the pioneers of our country 
seeking gold. “There were really two 
types of gold prospectors. One was the 





romantic figure; the hard living and hard 
driving boys who were out to seek a 
quick fortune. Their search was largely 
unorganized, largely unplanned, and usu- 
ally inefficiently executed. Their search 
was for the nuggets, for the quickly con- 
vertible gold dust. Many of them were 
temporarily successful, but in all too 
many cases the success they met led to 
defeat. On the other hand there were 
the prospectors who took the longer 
view of the situation, and searched not 
for the quick yield, but for the lodes of 
silver and copper and gold which yield 
a steady flow of wealth. These were the 
men who planned in advance, who or- 
ganized their efforts; who invested in 
machinery for development, and who 
went about their work in an efficient and 
businesslike manner.” 


Fail to Invest Time 


Mr. Mickle classed as the first, or 
“romantic,” type of insurance prospector 
“the men in our business who go along 
haphazardly, seemingly with never a 
plan, with no organization of their ef- 
forts, and no apparent willingness to in- 
vest of their time and money in this 
all-important question of finding a mar- 
ket for their services. 

“On the other hand, we find men who 
recognize this matter of prospecting as 
the most vital phase of their job, and 
who go about it in an organized, effi- 
cient and well-planned manner; men 
who are willing to spend hours finding 
the most efficient methods of operation; 


men who are willing to study the meth- 
ods of other successful men; in short, 
men who realize that their success rests 
upon a successful solution of this first 
problem.” 

Mr. Mickle gave his hearers a page 
out of his own book of experience in 
describing the possible place of imagina- 
tion in prospecting: 

“For example, try to visualize an 
agent who leaves his home for the office. 
The average agent sees nothing but red 
lights, trolley cars, buses and people. 
The agent who is _ prospect-conscious 
leaves his home and crosses the street. 
The milkman is delivering to his neigh- 
bor’s house—prospect No. 1. He talks 
to the milkman about conditions in the 
dairy business and finds that his wire 
rack contains two quarts of milk, which 
proves that there must be a young baby 
in that particular house—prospect No. 2. 
He continues toward the office and no- 
tices that the corner grocery has just 
bought a new delivery truck. Immedi- 
ately he visualizes that this man must 
be doing a better business if he can 
afford to buy a new car. Thus prospect 
No. 3. He stops in at a gas station to 
have his tires checked and in talking to 
the attendant finds that receipts are ahead 
of last year and that he is contemplating 
getting married—prospect No. 4. He 
stops off to leave a suit to be pressed 
and finds a new pressing machine in 
which he becomes interested and asks 
how it is to be operated. He finds that 
it has only been bought because busi- 
ness has increased sufficiently to warrant 
the outlay—and so on in a brief drive 
to the office he has uncovered five pos- 
sible prospects for life insurance.” 

President Holgar J. Johnson  con- 
cluded the program with his talk on 
“Changing Trends.” 








Service and Programming 
Suggestions at Pittsburgh 


Service, programming and life insur- 
ance as an investment were discussed 
at the Pittsburgh Chartered Life Un- 
derwriters meeting by A. F. Haas, man- 
ager Mutual Life of New York, Harry 
H. Chase, general agent Aetna Life, and 
R. S. Koehler, Jr., special agent Mu- 





tual Benefit, all of Pittsburgh. 

In discussing “Sales from Policyhold- 
ers Service,” Mr. Haas told how his | 
agency had sent out a letter at the close 
of last year to policyholders, along with 
a list of 12 questions regarding the | 
status of the insured’s policies. A sur- | 
prisingly large number of replies were | 
received. Letters were followed up | 
with three objectives in view: (1) Out- 
lining the selection rights of the con- 
tract, (2) selling additional business if 
the opportunity presents itself, (3) in- 
troduction to prospects. 

In order to eliminate the possibility 
of a decrease in interest between the 
initial call and the time of obtaining 
policies, Mr. Chase said his agency has 
worked out a simple programming 
method without obtaining the policies 
first. The agent tells his prospect that 
his figures are approximate and if the 
prospect would like more accurate fig- 
ures, the policies are secured with little 
difficulty. 

Mr. Chase emphasized the importance 
of keeping programming discussions 
non-technical. He avoids mentioning 
the form of the policy and the amount 
suggested and confines his recommen- 
dations to monthly outlay necessary to 
accomplish the desired end. Most men 
desire to discuss the proposed insur- 
ance addition with their wives and by 
making the recommendation simple, 
there is less confusion in imparting the 
ideas to a third person. 

To get the prospect interested in fed- 
eral estate taxes, Mr. Koehler uses a 





Increase of Time Spent in 
Field Increases Volume 


CINCINNATI—R. P. Thierbach, 
general agent Northwestern Mutual, 
Cleveland, told members of the Cin- 
cinnati association that “the sun never 
puts the hay in the barn.” The trip 
from the field to the barn is most im- 
portant, Mr. Thierbach said, and if any 
hay were to be put in the barn, the 
agent would have to put it there. Speak- 
ing on “Time Control,” Mr. Thierbach 
emphasized that he did not want agents 
to be bookkeepers, but it was essential 


for them “to build up a plan to make | 
| the things we know count.” 

An agent must plan the day’s work, | 
have a method of recording what he | 


does and a means of compiling his oper- 
ating methods and results. The sensible 
man knows what his batting average is, 
Mr. Thierbach declared. The agent 
doesn’t have more than 15 hours a week 
put in actual interviews, even “if he is 
awfully good in actual presentation 
time.” Time control does not neces- 
sarily mean more or harder work. Mr. 
Thierbach said that the law of increas- 
ing returns brings added results and an 
increase of time spent in the field from 
37 to 45 hours a week would bring an 
80 percent increase in volume. 

Mr. Thierbach was introduced by W. 
J. Mack, general agent Northwestern 
Mutual, Cincinnati. G. J. Woodward, 
Equitable Society, president, presided. 
John F. Wohlgemuth, president Na- 
tional Underwriter Company, who had 
been made an honorary member of the 
association, took a bow. 








booklet, “Pre-administer Your Own Es- 
tate,” which gives the prospect a pic- 
ture of the difficulties of administering 
an estate, and arouses his interest in 
his own estate problems. 








Crystallize Clients’ Ideas 
in Terms of Income 


KANSAS CITY—Practical sugges- 
tions were offered the young men’s divi- 
sion of the Kansas City Life Under- 
writers Association by Ray T. Wright, 
Lawrence, Kan., producer of the Provi- 
dent Mutual Life. 

“Make your clients crystallize their 
objectives in terms of income,” said Mr. 
Wright. “Most men are shooting at an 
indefinite objective. They think about 
saving for a rainy day, but they fail to 
evaluate that need in terms of income. 
Once you have crystallized their needs 
into terms of income, you have a run- 
ning start when you compare the 
straight investment principle versus the 
annuity principle. Doing this will re- 
sult in large units of sale and larger 
premiums. 


Sell Life-Size Programs 


“Don’t be afraid to suggest a real 
life-size program. It is not so easy to 
enthuse over a second-hand Ford, but 
it is easy to get enthusiastic over a new 
Packard. That applies to your own 
standards, too.” 

Mr. Wright suggested that young 
underwriters write out completely the 
presentations of their cases to potential 
clients. This will give them an oppor- 
tunity to work out a well-rounded pres- 
entation in an unhurried fashion in the 
privacy of the office, making sure they 
overlook no point in question. Operat- 
ing in this fashion, young agents auto- 
matically will develop better methods 
of sales presentation and ultimately 
learn their own sales talk. 





Recognize Prospecting Plans 


HARRISBURG, PA.—Most agents 
fail to recognize the difference between 
short range and long range prospecting 
methods, said J. Henry Hooper, Balti- 
more general agent of the Provident 
Mutual Life, in discussing “Practical 
Prospecting Demonstrated,” before the 
Harrisburg Association of Life Under- 
writers. Agents should not be misled 
into believing that some of the long 
range prospecting they do should bring 
immediate results. Short range pros- 
pecting is contacting men who can be 
sold immediately. Every agent’s ob- 
jective in using the short-range method 
should be to have a daily guaranty of 
an adequate number of selling inter- 
views under favorable circumstances to 
display his selling skill. He empha- 
sized the value of policyholders as cen- 
ters of influence and he told of numer- 
ous instances from his own experience 
to prove that satisfied clients are willing 
and glad to help contact their friends 
and relatives if the agent displays the 
proper appreciation for that help. 

sales congress is to be held in 
Harrisburg April 29. 





Life Insurance Is Stored Energy 


Life insurance is stored financial en- 
ergy for future delivery, according to a 
theory developed by George J. Gold, 
leading producer of the Ramsey agency 
of the Connecticut Mutual Life in New- 
ark. Stored energy is a willing and able 
service when properly harnessed, but if 
it breaks loose there is a calamity. The 
stored energy of life insurance money is 
harnessed by using settlement options to 
determine how much of that energy is 
to be released in the form of monthly 
income checks for the family. There 
may be enough financial energy stored 
in a family’s life insurance policies to 
provide shelter, clothing and food for 
many years, but it must be controlled 
and directed to provide the full poten- 
tial benefit. 
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Lincoln National 
Attains Billion 





(CONTINUED FROM PAGE 1) 


keep track of the record of individual 
agents in respect of insurance in force 
and that record will be recognized in 
numerous ways. It will appear in the 
various Lincoln National publications, 
for instance. 


Ovation For Chairman Hall 


Mr. Hall was then presented and got 
an enthusiastic ovation. He made the 
announcement of the billion dollar rec- 
ord. Then a most successful skit was 
staged. It was an actual demonstration 
of a meeting of the agency committee, 
in which the principal officers of the 
company assumed the roles that they 
actually perform at these meetings. 
Various current situations were brought 
up, objections were cited, arguments 
were conducted and decisions were 
reached. It was an impressive demon- 
stration of the technique of reaching 
decisions by a free contribution of ideas 
on the part of all those participating. 

L. S. Becker, St. Louis general agent, 
made a fervent plea to the Lincoln Na- 
tional organization to attend the annual 
convention of the National Association 
of Life Underwriters in St. Louis this 
fail. 


Proceedings at the Banquet 


Mr. Dern presided at the banquet. He 
presented Mr. Hall, who held the or- 
ganization closely, as he talked in an 
intimate vein, relating in entertaining 
style some of his earlier experiences in 
getting the company started and in 
building its man-power. 

Throughout his talk, Mr. Hall made 
some observations of general interest. 
For instance, he said that in the early 
days he sold life insurance “because I 
had to sell it.” He said the Lincoln 
National organization has been built on 
mutual confidence. There is loyalty on 
the part of officers for one another. It 
is a humane organization. Mr. Hall 
said that he never permitted a “yes sir” 
attitude to develop. He said frequently 
he has taken a contrary position, in or- 
der to get others to express their ideas. 
A man who doesn’t have ideas is value- 
less to an organization, he said. There 
has never been anyone in the Lincoln 
National, he said, who has told anyone 
what he had to do. 


Give Generously, Get Generosity 


Mr. Hall said that a man can’t get 
any place without the help of other 
people. A man must give generously 
in order to receive generosity. 

Lincoln National has never been up- 
set if another company hired away a 
Lincoln National man. These former 
Lincoln National men, he said, are 
friends of the organization and there 
are dozens of them throughout the 
country. 

Lincoln National, he said, has adopted 
the policy of paying a man all that it 
can pay. The management takes the 
business seriously but does not take it- 
self seriously. “We don’t high hat our- 
selves and we don’t high hat anybody 
on the outside,” he said. “We just try 
to be natural.” 

Mr. Hall advised agency operators to 





select one good man at a time, invest 
money and time in him, educate him 
and then when he is performing ade- 
quately, concentrate on the development 
of another man. He advised general 
agents against “splitting” their time 
among a lot of agents. One of the prin- 
cipal reasons for the high lapse ratio 
in the business, he said, is the fact 
that there are so many unqualified, un- 
trained agents in the field. 


Change in Official Title 


Mr. Hall referred to the change in 
official title whereunder he became 
chairman of the board. He said that 
there comes a proper time in an or- 
ganization to do things. It is unfair, 
he declared, for the management to per- 
mit a situation to develop whereunder 
there will be doubt as to the succession 
when the chief executive steps aside. 
Mr. Hall said that he decided it would 
be better for the organization to know 
at a time when there is no emergency, 
who is going to be president. 

Mr. Hall said he is less impressed 
with the fact that Lincoln National has 
a billion dollars in force than by the 
fact that it is to be responsible for tak- 
ing care of thousands of families of 
those now insured and the families of 
employes and agents. 

V. J. Harrold, home office general 
agent, introduced O. D. Douglas of San 
Antonio, who presented to Mr. Hall a 
handsome watch in behalf of the gen- 
eral agents. H. C. Lawrence, Newark 
general agent, presented a watch to Mr. 
McAndless. 

Frank J. Travers, second vice-presi- 
dent of Lincoln National in charge of 
investments, at one of the sessions 
pointed out that the trend in interest 
rate has been downward since 1921 and 
he expressed the belief there is nothing 
to indicate reversal of that trend. “Ac- 
cording to many economists,” Mr. 
Travers declared, “this country has 
reached maturity in its physical de- 
velopment. That means low interest 
rates for a long time to come. A 
number of the best authorities predict 
still lower interest rates and that’s the 
way it looks to me.” 





Ask Wisconsin Department Probe 


MADISON, WIS. — The assembly 
committee on insurance and_ banking 
has held a hearing on Joint Resolution 
No. 61-A, introduced by Assemblyman 
Reno Trego of Merrill, Wis., requesting 
a special joint committee to investigate 
the activities and conduct of the insur- 
ance department and certain insurance 
corporations alleged to be operating un- 
lawfully in this state. No one appeared 
in opposition to the resolution. Heading 
those appearing to urge appointment of 
the investigating committee were Mr. 
Trego, who is an insurance agent; Cal- 
vin Marx of Viroqua, and J. W. Lewis 
of Janesville, local agents; M. M. Mor- 
rissey, attorney, and John Boesel, attor- 
ney and former secretary of the Wis- 
consin Mutual, both of Madison. The 
second term of Commissioner H. J. 
Mortensen expires June 30. 





J. C. Clapp, Des Moines manager 
Prudential, was a guest at the meeting 
of the Life Supervisors Club in Chi- 
cago. He was passing through the city 
enroute to the managers conference of 
his company at the home office. 
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Name Kavanaugh 
Colo. Commissioner 


(CONTINUED FROM PAGE 1) 


Kavanaugh, who makes $4,200 a year 
as deputy attorney-general, has said he 
would not keep the job permanently at 
the $3,000 salary. 

For that reason, he is designated as 
temporary or acting commissioner. How- 
ever, since the Colorado law does not 
make any provision for an “acting com- 
missioner,” Kavanaugh is believed to 
have full powers as commissioner dur- 
ing the time he is in office. 

Under the Colorado law, Kavanaugh’s 
appointment will be classified as a pro- 
visional appointment, which will have to 
be approved by the civil service com- 
mission after that body has examined 
the appointee, along with any other ap- 
plicants. The appointee, according to 
custom, is given certain credits for the 
experience he has had before the exam- 
ination is held—which gives him an edge 
over the others. Usually the provisional 
appointees have received the permanent 
appointments. 

If Governor Carr goes ahead with his 
declared plan also to appoint a commis- 
sioner, a complicated legal situation will 
result—the outcome of which can only 
be determined by the state supreme 
court. 

Kavanaugh has been deputy attorney- 
general since 1937. During the war he 
had charge of settling claims for the 
federal government in several states. 








INVESTIGATORS REPORT 


Special Committee Finds 
Colorado Department Is in 
“Deplorable Condition” 





The Colorado house has now adopted 
the report of a special investigating com- 
mittee which has been probing the de- 
partment and the affairs of International 
Mutual Liability and authorized the 
committee to serve as an interim com- 
mittee on insurance for the next two 
years. 

The report, which held the insurance 
department to be “in a deplorabie con- 
dition,’ recommended: Immediate re- 
moval from office of Miss Flora E. 
Stone, a department examiner, and the 
filing with the civil service commission 
of charges against her; that action Le 
taken by the attorney-general to recover 
about $3,000 in rebates allegedly given 
to the Fremont County Coal Associa- 
tion by International Mutual; appoint- 
ment of a conservator of International 
Mutual; removal from office of the pres- 
ent officers of International; immediate 
appointment of a commissioner to re- 
place Cochrane; appointment of two 
examiners and an actuary; enactment of 
legislation to stop abuses which have 
allegedly been prevalent among certain 
insurance companies and associations. 


Investigation Is Extended 


Before filing its report, the committee 
had been empowered by the house to 
extend its investigation to take in mu- 
tual benefit postmortem concerns. The 
committee was advised by the state 
building and loan commissioner undér 
whose supervision mutual benefit organ- 
izations fall, that information on such 
organizations has been turned over to 
district attorneys in the various counties 
and that the matter rests with them for 
action. Accordingly, it is considered 
doubtful whether the committee will go 
further along this line. 

The report criticised official conduct 
of staff members of the department, 
members of the staff of the attorney- 
general, the civil service commission and 
officers and directors of International 
Mutual. 

Miss Stone, according to the report, 
permitted International Mutual to file 
false reports on its annual statement. 

The committee further recommended 
removal from office of Frank Orrechio, 
president of International, of Carl 





— 


Wyers, secretary, and of the formation 
of a complete new board of directors. 

“The committee is also of the opin. 
ion,” the report states, “that the ciyjj 
service commission did not perform jt; 
duties in a diligent manner when jt 
failed to bring charges against Jackson 
Cochrane in 1937 after the Kelly-Coch. 
rane case. 

“Evidence was introduced at that time 
showing Harry Kelly had for 12 years 
drawn a salary of $1,800 per year and 
did nothing for his duties except open 
windows and sharpen pencils. 

“The commission, being cognizant of 
these facts, permitted Kelly to draw this 
$150 a month even after they, the com. 
mission, found that conditions in the de. 
partment were intolerable.” 

The committee stated that it intends 
to sit in executive session as a fact find. 
ing body to hear complaints. If the 
complaints justify action, the commis. 
sioner and attorney-general will be noti- 
fied and, if, in their opinion, as well as 
in the committee’s opinion, enough evi- 
dence has been produced to justify these 
companies being examined, this commit. 
tee will summon witnesses, officers and 
directors of the companies involved, 

“This committee finds the insurance 
laws of the state are either lax or have 
not been enforced properly and _ begs 
leave to sit as an interim committee so 
that it may sift all evidence, examine all 
records and study the insurance code so 
that it may make an intelligent report 
both to the governor and to this body. 

“The committee honestly believes that 
a good deal of constructive work can be 
done to save the citizens of Colorado 
more than eight million dollars annv- 
ally, which money is now being paid by 
the residents of Colorado as premiums 
to insurance companies and associations, 
which are illegal or improperly man- 
aged, and in which the policyholder has 
no chance to recover.” 

The Denver Association of Insurance 
Agents this week wrote to Carr and 
Rogers, stating that its membership had 
a vital interest in selection of the right 
man for commissioner and offering to 
be of service in any way possible. No 
specific recommendations were made. 





Owen Hunt Independent Adjuster 


Owen B. Hunt, former Pennsylvania 
commissioner, has opened a claims ad- 
justment office in the Bullitt building, 
Philadelphia. He will operate as the 
Owen B. Hunt Adjustment Bureau. He 
will represent companies in casualty, au- 
tomobile and inland marine claims and 
life insurance investigations. Mr. Hunt 
has established reciprocal arrangements 
with out of town offices and he will 
directly handle claims in eastern Penn- 
sylvania and southern New Jersey. 

For 16 years prior to becoming Penn- 
sylvania commissioner, Mr. Hunt was 
in the adjusting business. He served 
Continental Casualty as regional claims 
manager for eastern Pennsylvania and 
southern New Jersey. Before that he 
was connected with Pennsylvania Mu- 
Pennsylvania Surety. 





Increase in Mortality Likely 


There is a strong probability that 
1939 will not equal the unprecedented 
record of 1938 for low mortality, accord- 
ing to the Statistical Bulletin of the 
Metropolitan Life. There is a reliable 
indication of a forthcoming rise in mor- 
tality rates. In the first nine weeks 0 
1939 the Census Bureau reported more 
deaths in major cities and the mortality 
rate is 6.4 percent above last year m 
New York City for the first 12 weeks. 
Despite the high morbidity from influ- 
enza in some sections, the death rate 
from that disease and pneumonia 15 
running well below last year. 


Signs Travelers Life Bill 


Governor Baldwin of Connecticut has 
signed a bill creating Travelers Life In- 
surance Company and another bill per- 
mitting Travelers Insurance Company 
to purchase, hold and sell stock of the 
new company, which is capitalized at 
not less than $250,000 and not more 
than $10,000,000. 





